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Builders... 
home... built from 


«APPROXIMATE COSTS PER AREA 


elivered to your ci | 
‘MIDWEST 


Yes—you can now build quality Western- 
styled fast-selling homes —and at an 
amazingly low cost. Size and plan varia- 
tions that meet all building codes, from 
800 to 1500 sq. ft. Many exterior finishes 
that offer a wide variety of contemporary 
and traditional designs. Direct from 
timber country to you —only ONE freight 
charge from our plant to your city. 
Investigate this amazing series 

of quality homes soon! 


We Invite Builders’ Inquiries 
From the Mid-West and West 


You are invited to visit our display at the 


N.A.H.B. | 
EXPOSITION Pans HOMES 


January 20-24 
Conrad Wilton Hotel, 3rd Floor, Booths 363, 384 Manufactured by 
WEST COAST MILLS 


Department Chehalis, Washington 


“ | j 
The Olympic no. 103, Ext. 1... 1,031 sq, 3 bedrooms, baths 
| 
A 
| 
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John Severin (right) talks over plans for a new tract with Ray Nicholson of The Pacific Telephone and Telegraph Company. 


“Our salesmen stress concealed telephone wiring” 


— says Mr. John S. Severin of Severin Construction Company, San Diego, Cal. 


“Concealed telephone wiring has become a 
competitive sales feature,’ says Mr. Severin. 
“More and more home buyers are asking for it. 
Our salesmen stress concealed wiring when talk- 
ing to potential customers, and we play it up in 


our radio, TV and newspaper advertising. 


“It’s easy to understand why people want 
concealed telephone wiring. It preserves the in- 
side beauty of a house, and it’s in line with 
the modern trend towards built-in convenience. 
To me, concealed telephone wiring is one sign 
of a well planned and constructed house.” 


In thirty years as builders, Mr. Severin and 


his brother Nels have built nearly 6000 homes, 
with hundreds more under construction at the 
They are members of the N.A.HL.B., 


the B.C.A. and many other professional organiza- 


moment. 
tions. In company with trend-minded builders 
across the country, they are convinced of the 
value of concealed telephone wiring as a quality 
sales feature. 


Your nearest Bell Telephone business office will help 
you with concealed wiring plans. For details on home 
telephone wiring, see Sweet's Light Construction File, 
8i/Be. For commercial installations, Sweet’s Archi- 
tectural File, 32a/Be. 
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Winter building is an inside job with the 


inland Homes package 


With the Inland Homes package you're under roof and enclosed 
in less than a day. Completing the job is mostly inside work. 
Keep your building crew busy during the normally slack months. 
You get the inside track in several ways when you winter-build 
Inland Homes. Inside track on materials, mortgage money — the 
jump on competition and a headstart in the Spring market. 


Inland offers over 70 different prefabricated house packages. Top 
quality materials — priced for quick sale — and designed to keep 
you out of the weather and in the “black.” 


Inland will help you arrange construction and permanent financing 
for FHA, VA or conventional loans through 248 lending institu 
tions or the Inland Mortgage Corporation 


Write on your letterhead or phone for information concerning the 
Inland Home's winter building program. Or better still, visit our 
Piqua or Hanover Manufacturing Plants and Offices and let 
assist you in planning your winter building program. 


us 


fi 


Piqua, Ohio, Box 915 Phone 3880 


Hanover, Penna., Box 137 + Phone 2-7279 
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Further reductions in new home starts are in the offing, 


says John J. Sparkman (Dem., Ala.), chairman of 
the Senate housing subcommittee. This is proved by 
the sharp drop in FHA applications, FHA records 
show a decline this year of nearly 44% in permits 
for new home starts and a decrease of 32% in VA 
appraisals, Easing credit restrictions and lowering 
down payments on homes under $9,000 retail value, 
he claims, will not offset the decrease in the construc- 
tion of new homes, Sparkman indicated the housing 
subcommittee will investigate ways of meeting the 
crisis next year, 


Conversely, Albert Cole, head of the Housing and Home 


Finance Agency, has predicted the recent credit re- 
laxations will stimulate housing starts, now running 
at 1,100,000, to the point where they may reach 
1,200,000 this year. The home construction lag this 
year is not of alarming proportions, Cole says, and 
the new actions are designed to provide a gentle 
push. No boost in the 444% interest rate on FHA 
loans is forecast. The law allows the FHA commis- 
sioner to raise this rate to 5%. The 414% interest 
rate on VA loans cannot be increased without Con- 
gressional action. 


Skeptically receiving the Government's action to ease 


housing credit were a number of the nation’s build- 
ers and lenders. They termed the Federal action low- 
ering down payment requirements and easing the 
flow of mortgage money as a step in the right direc- 


tion. But the extent of its effectiveness is unpredicta- 


ble now. Joseph B. Haverstick, yes of NAHB, 


says much will depend on the willingness and 
ability of mortgage lenders to increase their invest- 
ment in new home construction on these terms. The 
Mortgage Bankers Association claims the action 
will do more harm than good. They say the only 
logical solution to the present situation is to let in- 
terest rates on FHA and VA mortgages operate free- 
ly just like other loans. 


Rate of construction, sales and rentals in commercial and 


industrial real estate are continuing to expand in face 
of tight mortgage money in the residential market, 
according to a national survey reported by the Glick- 
man Real Estate Review. Despite overall scarcity of 
mortgage money, no real shortage appears in the 
availability of investment capital for commercial real 
estate ventures, Industrial construction is strong 
throughout the country and activity is pointing to- 
ward new records, 


Supporting evidence of the boom in industrial and com- 


mercial building is news that heavy construction 
contract awards set a new record during September. 
Contracts totaled $1,480 million for the month. The 
$370 million per week pace was nearly 4% above 
the rate for September 1955. Commercial building 
awards shot up to an average of $49 million a week 
in September-—about equal to the year’s peak rate 
which was set in January. 


long-term view for housing and its financial de- 
mands is optimistic, according to C, H. Stocker, Jr., 
president of the National Association of Mutual Sav- 


ings Banks. It is generally agreed, he says, that 1962 
will see the beginning of a sharply stepped-up de- 
mand for housing as the war and postwar baby crop 
begins to come of age and household formation is 
accelerated. This will call for a vast increase in funds 
available for mortgage financing. But as mortgage 
portfolios expand, normal repayments against exist- 
ing mortgages will rise and will provide a substan- 
tial flow of funds back into the mortgage stream 
seeking re-investment in new mortgages. This should 
aid materially in meeting an increased demand for 
funds. 


Next year will be another record year for the construc- 


tion industry because medium and large size cor- 
porations are going ahead full speed on expansion 
programs; business is good; employment is at a rec- 
ord high of 66.5 million persons; and average take 
home pay is at an all-time high. So says Melvin H. 
Baker, chairman of the board of the National Gyp- 
sum Company. Housing starts, he predicts, will con- 
tinue at present level until well into 1957 and then 
pick up to a higher level. 


New secondary mortgage marke: records were estab- 


lished for the week ended September 28, and still 
higher peaks of activity are expected, according to 
the Federal National Mortgage Association. An agen- 
cy spokesman said new records in mortgages offered 
for purchase, approved for purchase and actually 
bought definitely reflected the easing of FNMA ecred- 
it which went into effect September 21. The new 
records are: 3,207 mortgages valued at $35 million 
offered to the agency for sale; 1,838 mortgages val- 
ued at $20 million approved for purchase; and 1,071 
mortgages valued at $12.2 million actually pur- 
chased. 


of pension funds to buy GI mortgages was an- 
nounced recently by the International Ladies Gar- 
ment Workers Union which signed a contract with 
the Chase Manhattan Bank of New York calling for 
the investment of $20 million in mortgage loans. 
Welfare and general union funds will also be used to 
help ease the tight mortgage market. The loans. 
which have no direct relation to the housing need of 
the union’s members, will be bought in all parts of 
the country. 


Selling prices of new homes are expected to rise $500 to 


$1,000 and probably closer to the latter figure, a 
Chicago Metropolitan Home Builders Association 
survey reports. Only seven of 92 builders queried 
were using FHA; however, 31 mentioned VA loans. 
Conventional financing leads in Chicago with 82% 
able to obtain adequate financing. Land—either cost, 
availability, or improvements—-was named as the 
biggest problem. 


About 5% of all non-farm spending units purchased 


houses last year. Two-thirds of the purchases con- 
sisted of existing houses. About one-half of all pur- 
chasers had owned a house prior to the 1955 pur- 
chase. As in other recent years, approximately 85% 
incurred mortgage debt. These figures were obtained 


(Please turn to page 57) 
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LIF@Lox. 


WINDOW BALANCE 


WASH OR PAINT 


R-O-W and LAF-T-LOX are the regietered trade marks 
of the KR.O.W. Sales Company 


And easy it is with R-O-W wood removable 
windows. They lift out for quick, safe washing 
or painting inside the home. Exclusive LIF-T- 
LOX balance allows easy raising and lowering 
and yet does not interfere with the lift-out 
feature. R-O*W windows are weather tight in 
all seasons because spring pressure compensates 
for temperature changes and insures a snug fit 
without binding. Insist on R-O-W windows for 
natural beauty, warmth and insulation. 


R*O-W SALES COMPANY, 1327 ACADEMY AVE. + FERNDALE 20, MICHIGAN 


NaTIONAL Estate anp Buitpinc Journat — November, 1956 


AUTHORIZED DISTRIBUTORS: 
ALABAMA 


ARKANSAS 
CINTBAL OST OF New 
LUMBER DF 
CONNECTICUT 
Meorth Bergen New Jerey 
“DELAWARE 
CLALERS WAREHOUSE ) 


OLALERS WAREHOUSE SUPPLY 
FLORIDA 


Vv ANDERSON MFG Verne 


Mw 
IDAHO 
JOHNSON PLANING MAL 
MORRISON MERRILL 


WIND OMPANY heen 


STENGEL SASH DOOR COMPANY Bow Ave. (Norweed) 


1OWA 
OMAHA MAL WORE CO. 
WISCONUN WINDOW UNIT COMPANY, Merrill, 
KANSAS 
MARTIN MATERIAL COMPANY, City, 
KENTUCKY 


ANDERSON CO. INC. Owenshere 


STENGEL SASH DOOR COMPANY, 1901 8055 Awe. Cincinnett (Merweedh, 


WOOKCO CORPORA TH 
MARYLAND 
DLALIRS WAREHOUSE SUPPLY CO. INC Bolimore 
MASSACHUSETTS 


WOO0CO CORPORATION 


FLINT SAG 
HADLEY 
POVAL OAR WHOAESALE 


CUPPER PENINSULA) WISCONDIN WINDOW Ure Met), 


MINNESOTA 
ANOSEW A TINDEM NG, INC, 
mississipr 
LUMBER COMPANY, Mew 
missouRni 
IMSE SCHILLING SASH @ DOOR CO. Loews, 
MARTIN MATERIAL COMPANY, fences (ity, 
MONTANA 
CO, Gres falls, Montene 
LUMBER COMPANY. Montene 
WESTERN BUMDERS Billings Montene 
NEBRASKA 
OMAHA MAL 


WOODCO CORPORA orth Berger Mew leney 
MW DISTRIBUTORS, Mount, Virginie 
NEW MEXICO 
LUMBER OF ALLER Denver, Colerede 
new 
woowx PORATION, Bergen, Mew end Schenectady, Mew Ved 
Wii MER JACKSON homer, New 
DOO 8 CO, New Yor 
NORTH CAROLINA 
DALTON. BUNDY LUMBER CO, 
MILLER MAL WORT CORPORATION, Charlotte, Corcting 
mw TORS, Rocky Mount, 
NORTH DAKOTA 
JACE CANARD CO, Mint, Month 


STENGEL SASH @ DOOR COMPANY, 1907 Bow Ave. Cincinnet Obte 


GKLAHOMA 
SUPPLY COMPANY City, 
OREGON 
ACME WEL WORE 
PENNE VL VANIA 
MW Rocky Moun Virginie 
ISLAND 
SOUTH CAROLINA 
OF ORS Beaty Mount Virginie 
SOUTH DAKOTA 
WATERTOWN SASH CO 


ANDERSON 4G 
TUT Or 
TEXAS 
CO, 1. Work and Sen Teme 
UTAH 
CORPORATION. 
VIRGINIA 
W Becky Vigne 
WASHINGTON 
WEST VIRGINIA 
Rocky Mount, Viegiate 
WISCONSIN 
wvominae 
CANADA 
Aaecy 


1m COs MAP A on Diego. Calthornte 
aa LUMBIA 
< 
Falla, 
4 Bowe 
LOUISIANA 
MAINE 
| NEW HAMPSHIRE 
& 
: 
uFT OUT 
> 
7 


| Guide To New PRODUCTS & ADVERTISERS | 


How to use this Guide: The number to the left of a manufacturer’s name is duplicated 
on the Inquiry Form. Mark the numbers on the Form about which you want more informa- 
tion at no cost or obligation. Cut out Inquiry Form and mail today. 


NEW PRODUCTS 


W. G. Best Homes 
Best Homes L-Shaped Model 


Homes 


Seaway 


General Homes 
Highlander 


Fairhill, Ine. 
Choctaw 


Carr, Adams & Collier Company 
Prom-o-dor 


Kota Products, Ine. 
Sliding windows and doors 


Sloane-Delaware 
“Cafe” inlaid linoleum 


Kelvinator 
1957 automatic washer 


NuTone, Ine. 
Door chime 


Electrend Products Corporation 
Counterflow electric heating 


Armstrong Cork Company 
“Quiet, Please” 


Coleman Company 
For uniform heat distribution 


Youngstown Kitchens 
Kitchen cabinet-matched paints 


Precision Parts Corporation 
Cedar “storage wall” closet 


ADVERTISERS 


Active Display Advertising 
Admiral Homes, Inc. 


American Houses, Inc. 


American Telephone & Telegraph Co. 


W. G. Best Homes Company 
Continental Homes, Inc. 
Farwest Homes.......... 

Ivon R. Ford, Ine........ 

The Formica Company 
Florida Builders ...................... 


November, 1956 - 


11-25 GBH-Way Homes, Inc. 
11-26 General Homes... 
11-27 Gold-Star Homes, Inc. 
11-28 Holiday House Manufacturers Corp. 
11-29 Inland Homes Corporation 
11-30 The Lincoln Press.. 
11-31 Magnum Manufacturing Company 
Moorlee Display Advertising 
New Century Homes, Inc..... 
Ownership ... 
Pease Homes.... 
Perfect Home ....... 
R.O.W. Sales Company 
Scholz Homes, Inc... 
Style-rite Homes Corporation 
Supra Supply. 
Thuro-Bilt Homes....... 
Thyer Manufacturing Corporation 


Wilson Homes, Inc. 


Products Editor 
NATIONAL Rear Estate anp Buitpinc JourNaL 
427 Sixth Avenue S.E., Cedar Rapids, lowa 

I want to know more about the items checked 
below. Please see that complete information is sent 
to me without cost or obligation. 


Name 
Firm 
Street 


City Zone State 


Nationa Rear Estate Buitpinc JourNnaL 


29 
63 
5 
1] 
18) 
1] 
15 
58 
12 
11-16 37 
3 
11-19 31 | 
11-20 49 a Title | 
11-21 = 
11-22 55 | 
11-24 


Now you can apply Formica 
easily, quickly and economically on 
bathroom, kitchen and family room 
walls “‘on the job” with new Fast 
Dry Contact Bond Cement. 


More and more builders have 
been requesting detailed information 
on Formica installation. Three new 


brochures have just been printed to 


provide you with helpful information. 


Svosidiery of 


A new brochure on applying A general catalog of Formica A folder on anew idea for tub- 
Formica to Vertical —- information especially for shower enclosures The 
Form #670 builders. Form #744 Formica Palisade. Form #741 


FReE/ Send for your copies today — 


LL LLL LLL LLL 
FORMICA CORPORATION 

4559 Spring Grove Ave., Cincinnati 32, Ohio 

Please send me your free kit of literature on professional application of Formica. 
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Best Homes L-Shaped Model ul 


New 1957 Best Homes Model 5706 features an ex- 
tension of the living room to meet demand for an L- 
shaped house. A great variety of exterior finishes includes 
brick or stone veneer, vertical or horizontal redwood, 
cedar shake shingles, cedar siding, Everside 16” or 
boards and bats, Floor plan includes three bedrooms, 
bath, kitchen, dining, utility and living rooms. This 
model is also made with a bath-and-a-half and can be 
extended on either end in modules of two feet. Choice is 
offered in roof type, aluminum or wood windows, carport 
or garage and exterior material. 


Expan Homes “Seaway” M2 


A special selling feature of Expan Homes “Seaway” 
is a half scissor roof truss which makes possible a studio- 
beamed open redwood ceiling in this low priced three 
bedroom home, The Seaway offers 1,064 sq. ft. of living 
area, a two car attached garage, an all aluminum picture 
window and double course cedar shake siding. Interior 
features include Formica window sills, stain grade flush 
birch doors and natural birch kitchen cabinets. 


General Homes “Highlander” 1 


Four distinctive exterior styles—Bermuda, California, 
Cape Cod and Cottage—provide individuality for the 
new “Highlander”, prefabricated home by General 
Homes. A well designed floor plan reduces living room 
trafhe and includes dining area, kitchen, bath-and-a-half 
and three bedrooms. A pull-down stairway leads to attic 
storage area, The master bedroom has two four-foot 
closets. Living room features a random width mahogany 
paneling and a pass-through window from the kitchen. 


Fairhill “Choctaw” 


The “Choctaw 738”, packaged house by Fairhill, Ine., 
of Memphis, Tennessee, is designed to sell for $8,000 to 
$11,000 depending on exterior finish. A wide choice of 
exterior materials includes brick, cedar shakes, clear and 
rustic red cedar, asbestos shingles or board and batten. 
A three bedroom house, the Choctaw features spacious 
storage areas in addition to living room, dining room 
and kitchen, It provides 1,026 sq. ft. of space plus car- 


Product Progress 


* New Models 
* New Equipment 
* New Ideas 


To receive further information about any of the 


items reviewed, without cost or obligation, use the 


handy inquiry form on page 8. 
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port. Included in the package are door chimes, linen cab- 
inet, kitchen exhaust fan, built-in sink with chrome trim 


color styling guide and merchandising aids. 


Added Entrance Beauty us 


of any home and to insure 


Economy in Windows 


The Carr, Adams & Col 
lier Company, manufactur 
ers of Bilt-Well Woodwork. 
now offers an outstanding 
front entrance door combi 
nation consisting of the 3-lite 
“Prom-o-dor” and th 
matching 3-lite screen or 
storm door, called the “Com 
o-dor”. Both doors are made 
of Ponderosa Pine. Attract 
ive design and sturdy con- 
struction have been com- 
bined with decorator styling 
to make these doors a pleas 
ing addition to the beauty 
long satisfactory service. 


11-6 


An appeal by a Standardization Round Table for 
fewer door and window sizes has been answered in pari 


by Kota Products, Ine. 


with standardized sliding windows 


and doors. Welded corners, weather stripping, a special 
draft stopping interlock and nylon rollers are some of the 
features of these new windows which are said to make 
special cutting charts obsolete. 


Marbelized Inlaid Linoleum 7 


market is 
“Cafe.” a 
colorful addition to their re 


New on the 
Sloane-Delaware’s 


silient inlaid linoleum line. 
This boldly marked marble 
using strong, clear pastels, 
is the closest to being non 
directional of any decoration 
in the marbelized price 
range. “Cafe” comes in six 


colors, two yards wide, and 


has the new twin-ply backing for easy installation. 


Washer Eliminates Pre-Treatment 18 


Kelvinator’s 1957 auto- 
matic feature the 
“Magic Minute.” an auto 
matic pre-treatment in a 
highly concentrated solution 
of deter gent to loosen 
ground-in dirt. A three-way 
agitator, triple rinse and lint 
removal action, push button 
temperature selector, and a 
special control to enable the 


washers 


housewife to skip any part of the cycle are all incorpor- 
ated in the new washer. Dryer dial controls drying time 
from five to 120 minutes. Washer legs adjust automatical 


ly to compensate for unevenness in floor. 
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Size S11 


sroon, Greer 


INCREASE GOOD-WIil - INCREASE SA 


Give Personalized, Usetul G 


PORTFOLIOS 


¢ those important papers. On an © 


whe 


Co-or 


Samp 


Gold Stamped 1957 DESK CALENDAR 
N 


Size approx«imately 


100K 
12c each 


1957 APPOINTMENT BOOKS 
Attractive and 


ed at no extra « 


Minimum oraer 


Deep Buff Ce 
in 24 Karat Gold FREE 


No. R-16 Color 


Samples are not sent on Open Account or C.0.0. Write to Dept. N-116 


nore eact 


vory and Brows 


ORs 


Ginger Price $12.00 


eoct 


« 6% 


nes 


ally t xed od ld Stamp 
Covers Moroor 
Price 75« Sample 90« 


BRIEFCASES 
Imtols stamped 
Size 13" « 16 


MAGNUM MANUFACTURING COMPANY + 


655 SIXTH AVENUE 


*NEW YORK 10.N ¥ 


A Friendly Greeting at Your Door 18 


NuTone, Ine 


the introduction of a door 


announces 


chime with a chord tone 
Available in two models, it 
is completely new in appear 
and sound The grill 
pattern and neutral desert 
sand cover of the L-30O are 
highlight d by a gold flecke d 
grill cloth. Brass tubes out 
cover of the K-41 


available in lime oak or wal 


line the 


nut finishes 


Counterflow Electric Heating 


{ 


A new highly serisitive 


hydraulic action thermostat 
which maintains a minimum 
of 14” temperature differen 
tial has been 


in the electric 


incorporated 
forced air 
heating system manufactur 
ed by Electrend Products 
Corporation. Electrend also 
features the counterflow 
principle whieh draws al 
ready warm air from below 
the ceiling, adds necessary 
heat in an electric heating 
chamber, then recirculates it 
through a duct located just 
above floor level. In addition, 
the system incorporates a 


fan to be used without the heating element for air cireu 
lation in hot summer months 
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proudly presents 


THE FOREMOST AND FINEST IN PRE-ASSEMBLED TRI-LEVEL DESIGN—AMERICA’S MOST DEMANDED STYLE! 
3 BIG PROFIT-BUILDING services... 


Low-cost package homes 
designed for high volume 
project. operation in the 
$8,000 to $12,000 field. 


High quality, conventional- 


appearing, precut packages 
to meet local codes - in the 
$12,000 to $18,000 field. 


Custom designed, deluxe 
packages for the over 
$20,000 market. 


- 


Thuro- Bilt Homes’ 1957 line is highlighted 
with the fabulous Windsor—a tri-level home 
with a tremendous demand and a big profit 
margin for the builder! It's 42’x 26’—over 1500 
sq. ft. of living space—and factory assembled 
for quick, low cost erection. Let Thuro-Bilt 
give you the complete details and explain their 
entire line of fine pre-assembled homes 
You can expect national promotion, mer 
chandising aids and personal service. — THe CoNTESSA MODEL One of the many other Thuro-Bilt designs along 
more conventional patterns. Unexcelled in beauty, flexibility and 


WRITE, PHONE OR SEND CouPON Topay 


NATIONAL OPEN HOUSE PROMOTION A high-pow- 
ered Premiere showing of the Windsor is 
“if t's THURO BLT, being planned. You can get in on this by 
It's PROFIT-Built’” putting up a model home quickly and inex- 
pensively for display purposes. Get details 

now! 


J 


THURO BILT Homes, Fairbury, Illinois 


Please send full and complete details on 
THURO BILT Homes and services at once. 


NAME 


THURO BILT 
HURO /BILT) 
2 Plants to Serve You Promptly INC. 
Anywhere in This 12 State Area FAIRBURY, ILL. —PHONE 666 BELLVILLE, OHIO—PHONE 3551 


ADDRESS 


city State 


lintend to build homes neat yeor 


- 


te 
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Points of Property Law 


© ‘Offer’ works like magic 


¢ Silence is not acceptance 


By GEORGE F. ANDERSON 


Me BROKERS find it easier to 
get a prospect to sign an offer 
to buy than a contract. There is some- 
thing forbidding and conclusive 
about a “contract” which builds up 
a sales resistance and invites trouble. 
On the other hand, if a broker says, 
“I don’t think the seller will accept 
$25,000, but if you want to make 
such an offer, V'Il put it up to him 
and see what happens,” it works like 
magic. 

An offer must be complete so that 
when it is accepted by the seller it 
becomes a contract. There was no 
such form in the market, so I drafted 
a form for the benefit of the brokers 
of Chicago. It is published by the 
University Printing Co. 1410 E. 
62nd St., and if you send for a sam- 
ple copy, you will see just what | 
mean. Perhaps you can remodel it, 
and adapt it to any prevailing local 
conditions or usages. 

Many offers say “permanent con- 
tract to be entered into.” Such an 
offer is meaningless, because a prom- 
ise to enter into a contract is void 
unless the terms of the contract to 
be entered into are fully set out. 


Broker called me up and said, 

“I’m sending you a client who is 
buying a six-flat. He didn’t want to 
go to a lawyer but | urged him to 
retain you.” | thanked the broker 
but felt much surprised because this 
broker had always been unfriendly 
to me, and there was no reason why 
he should send me a client. 

When the client arrived, | asked 
him, “How did you happen to come 
to me?” He said, “My boss recom- 
mended you. You're his lawyer.” 

| said, “Did Mr. B. say anything 
about me?” He laughed and _ said, 
“I should say not.” He told me that 
I didn’t need a lawyer and | should 
not waste my money, but when | 
said I wanted a lawyer, he gave me 
a card and said, “Go to this lawyer 
and whatever you do, don't go to 
George Anderson, and the more he 
talked the more suspicious | got.” 
If | were a broker | would never 


© Limit legal direction 
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tell a client not to go to a lawyer, 
nor would | urge him to go to any 
particular lawyer. Let him do as he 


likes. 


A’ OWNER was advertising his 
property for sale at $10,000. A 
broker wrote to him and, referring 
to the ad said, “I can sell your prop 
erty for you at $10,000 net to you. 
and unless | hear from you to the 
contrary within one week, | shall get 
busy.” 

The broker, hearing nothing to 
the contrary, got busy and within 
a short time had a buyer at $12,000. 
The owner turned it down. | think 
he planned to approach the buyer 
later and make a deal, but that would 
present a different question. 

As the matter stands, the broker 
is not entitled to a commission. You 
can't force a man into a contract 
by imposing an obligation on him 
to answer. Silence is not an accept. 
ance, 


FARMER listed his farm for sale 

with a broker at $25,000. first 
mortgage to be assessed and $25,000 
cash. The farmer asked the broker, 
“How much commission do you 
charge?” The broker said 5%. The 
farm was sold, the deal closed and 
then it appeared that the farmer 
thought the broker meant 5% on 
the equity and not on the gross sale 
price, 

That was quite a misunderstand 
ine, wasn’t it? 

According lo “usage.” COMMIT ssion 
is hard on the gross price, but a 
farmer having had no experience 
in real estate transactions is not 
hound by trade usages. 

The jury will have to decide if 
the farmer was “justified” in belies 
ing that the commission was on the 
equity. If he was, then the broker 
can only collect commission on the 
equity. If he was not, the broker is 
entitled to commission on the gross. 
If there was a justifiable misunder 
standing, then there was no contract 
between them and the broker could 
collect a fair and usual commission 


November, 1956 


Satwas wisiid 


| | 
a 3= j 
Ww 
| 
| | 
| 
13 


()*' of the biggest objections to prefabrica 
tion has always been the “assembly-line 
look” prefabs are supposed to have. For the most 
part, this objection has been successfully met by 
the prefab industry, The degree of individuality 
is now primarily determined by what the buyer 
is willing to pay, and not by what the factory 
can or can’t produce. 


Essentially, however, prefabrication is dedi- 
cated to the “assembly-line” philosophy. The aim 
is to produce a house that will appeal in as many 
ways as possible to the widest possible market, 
and at a cost that is lower than the cost of an 
identical but site-built house. 


This means that variety always tends to low- 
er the efficiency of the operation, but prefabrica- 
lors are not unique in this. Every mass builder 
tor project builder or merchant builder, call 
him what you will) operates on an assembly-line 
basis. The difference between the two is that in 
prefabrication the assembly line moves past the 
workers, and in conventionally built houses the 
workers move along the assembly tine. 


Few people can afford to own a home tail 
ored to their own special needs and desires. Most 
people, however, are looking for certain major 
requirements in a house, and are willing to ac- 
cept a few minor standard features to get a 
house they can afford to buy. 


As has been pointed out before, home build. 
ing is going through the same course of devel- 
opment the auto industry went through decades 
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Home Building as a Business 


ago. The change has been a long time coming. 
but it would be folly to deny that it’s’ here. 

What does this mean to you, as a dealer, a 
sales agent for builders, or as a real estate man 
looking at the new houses which make up your 
inventory 7 

First of all, it means that home building is 
no longer a craft or a trade. It's a business, And 
the second point follows directly from this: It 
means that you must function primarily as a 
businessman, and analyze every phase of your 
operation accordingly. 

The prefabricator, if he’s worth his salt. has 
done just that. Administration, sales, production 
scheduling, advertising, purchasing, advance 
planning. turnover of capital—all these things 
are as much a part of his business as building 
and selling houses. He looks on the house he 
manufactures as a product, a product which fills 
a definite need for the most people in’ certain 
price brackets. 

To be a successful business man in home 
building, you must adopt the same attitude. If 
you do, you will be successful. If you don’t, you 
will go the way of the “amateurs” who are al- 
ready being forced out of this business. 

This is not a “trend” that will pass. It is an 
inexorable process that will reshape home build- 
ing whether scattered individuals like it or not. 

It is why the prefabricator looks so optimis- 
tically toward the future even during a tightened 
mortgage market such as we have now. Greater 
efficiency in all phases of his business will work 
in his favor——will it work in yours? 
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“Construction counts 
with my customers, 
many of whom are 
graduate engineers,” 
says Mr. Dunning. “I'm 
proud to have their 
endorsement of Ameri- 
can Houses’ system of 
construction.” 


EASILY-HANDLED COMPONENTS speed construction 
and save labor. Accurately cut and assembied at 
American Houses plants, they also assure abso- 
lutely true lines throughout 


PRE-WOTCHED RAFTERS guarantee extra rigidity and 
accurate, foursquare interior partitions. Clear span 
trusses permit builders to vary the plans, since 
interior partitions carry no weight 


American Houses’ 


“Quality, value 
and variety 
explain my 

success with 


-+. says Waugh Dunning, of Baltimore, Md. 
builder of Coventry” 


PHOTOGRAPHY BY JON FRANCIS | 


THREE-MAN CREW can set up American Houses’ 
fink type 2 x 6 split-ring roof trusses in jig-time 
Notice, too, that insulation is installed, where 
required, on American Houses’ Unitite panels 


WEAVY DUTY LUMBER is a@ mark of an American 
House. Note the large-size headers and the two 
by four framing members. Doors and windows are 
pre fitted, pre-hung, pre flashed 


UNDER ROOF AND WEATHER-TIGHT in one working day — standard for @ typical 
American House. Larger models usually take two divs. With no weather 
worries, your building season is lengthened, your lumber kept dry 


**T can walk into any home in ‘Coventry’, 
and be sure of a warm welcome. That 
makes me feel good, of course. But more 
important, it’s good business. My cus- 
tomers know they’ve gotten top value— 
and they tell their friends. 

“From the appearance point of view, 
American Houses’ varicty is a key factor. 


We have been able to create a community 

that looks like custom-designed housing 

with none of the headaches, none of the 

delays, none of the cost. This, too, means 

happier owners—and it means I can ask 

and get more money for each house.”’ 
For prompt information on an American 


Houses franchise, see belou 


AMERICAN HOUSES, INC., AMERICA’S GREATEST HOME VALUE ~ DEPT. WRI-1156, $. AUBREY & E. SOUTH STS., ALLENTOWN, PA. 
Fill in below and mail for more details. 


NAME svoress 
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PROJECT BUILDERS 
American Houses is America’s 
leading prefabricator for large 
housing developments. If you 
operate east of the Mississippi, 
be sure to check below for com 

plete information 


zone [stare prosecr ves(] NO) 
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CONTINENTAL HOMES-—Temperance, Michigan—Nine models 
with or without basement and featuring a wide choice of garage 
and breezewey combinations comprise the ‘Springbrook’ series 
Model A, pictured here, has three bedrooms, two baths, a dining 
activities room, kitchen with @ counter pass-through to activities 
room, @ living room approximately 14 by 2! feet and a double 
garage. Construction details of this spacious contemporary home 
include solid oak woodwork throughout and flush birch doors 


AMERICAN HOUSES—Allentown, Pa.—The six room 
reflects the 


Cumber 


land trend toward larger prefabricated homes 


Containing one more room than the most popular American 
1108 
living and dining 
A plus feature of this traditional model 
is the convenient storage space to the rear of the carport 


House models of a few years ago, the Cumberland has 


square feet with three bedrooms, kitchen, 


rooms and one bath 


WILSON HOMES—Robertson, Missouri—Largest seller in the Wilson 
line is the Mode! 1703 built on a full basement. A three bedroom house 
with a carport and dining room, this model contains 922 square feet 
plus basement and can be bought completely ai: conditioned with a 
central system. Bedroom windows kept high afford privacy and added 
wall space for convenient flexibility of furniture arrangement 


INLAND HOMES—Piqua, Ohio—Available in either right or left 
hand models, the C-020 series of Inland Homes features a large 
living room with built-in bookcase, enameled steel kitchen cabinets 
with Formica countertops, hardwood floors and birch flush doors 
Three bedrooms and a full basement are included in this popular 
home which provides a choice of six exteriors, has a large picture 
window shaded by roof overhang, and two attractive window boxes 


NEW CENTURY HOMES—Latayette, Indiana—Most popular model of 
New Century Homes is pictured here with its inviting and decorative 
doorway 


A many textured exterior treatment lends luxury to the ex 
terior appearance while a corner Thermopane picture window brings 
outdoor light and space inside the living room. A five room model, 
this house contains ample closet space, features a Youngstown kitchen 
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YoMPETITION is still the keynote in the prefabricated 

home industry. With more manufacturers entering 

the field and established companies offering expanded 

lines, attention is focused as never before on imaginative. 

livable design. Quality of materials and workmanship is 

receiving careful scrutiny as the buying public grows 
more discriminating in its taste, 

Luxury homes, once the exclusive province of con- 
ventional builders, are capturing an important corner of 
the prefab market. Keen competition here, too, is forcing 
the manufacturer to offer more services, the highest in 
quality and the best in design. 

One manufacturer, conducting a nationwide survey. 
found the average owner of his homes to be under 35 
years of age, married nearly 10 years, having two chil 
dren, earning $5,395 a vear, and living in a fair-sized sub 
urban community. His education. as well as his income, 
places him above the national average. And when asked 
why he had bought a prefabricated home, the average 
owner gave economy as the principal attraction with VA 
and FHA approval for comparative ease of financing a 
‘ lose see ond. 

Enthusiastic acceptance by these young owners of 
their present prefabricated homes may well mean a solid 
market in the years ahead for the larger, more luxurious 
models. Manufacturers already are reporting an average 
addition of 100 to 200 square feet in their most popular 
models over similar models of two or three years ago. 

A further trend well underway in the prefab industry 
is a greater flexibility of floor plans and increased variety 


IVON R. FORD HOMES—McDonough, New York—Larger by 25 per 
cent than its predecessor of three years ago, this best selling Ivon R 
Ford home is 960 square feet in area. A large picture window flanked 
by conventional windows assures both view and ventilation while rec 
tangular forms appliqued on the shutters add a decorative note. Door 


way of this home is sheltered by wide roof overhang from the garage 


This year's factory-built homes reached new 
frontiers in imaginative design, flexibility and 
individuality, yet held the price line. Fore- 
runners for ‘57, these best selling models are 
the result of an advanced technology which 
permits new scope in function, size and lux- 
ury designed to attract even the most discrim- 
inating and quality-conscious home buyer. 


of models. Variations in roof type, exterior materials 
and color, floor plans and dimensions offer wider indi 
viduality. This, together with a continuing trend toward 
the adoption of nationally known brands, means in 
creased saleability and long-term protection of property 
value 

For the Realtor and prospective dealer considerine 
entry into the prefabrication field these are important 
trends. A public that regarded the infant industry with 
susprleion and contempt has in large measure re versed 
its attitude. Last year one out of every 12 homes was 
manufactured in factories. Prefabrication was a $1,245 
000,000 business. Optimism over the future of prefabri 
cation seems justified as progr and competition speed 
consumer acceplance 

Ihe photographs on these and following pages are 
selected to give a good cross-section of the industry A) 
though Space does not permit showing representative 
houses from every prefab manufacturer, those presented 
here will point up the trends and give some indication 
of the vital activity in this growing industry 

Insofar as possible we have chosen the manufacturer's 
most popular model. In many cases this choice will reflect 
considerations of economy on the part of buyers rather 
than the availability of the larger luxury models. It is 
suggested, then, that those investigating any of the man 
ufacturers represented here inquire into his entire line 
of prefabricated homes. You will be rewarded with a 
wide variety of contemporary and traditional plans de 
signed to meet a substantial range of consumer demand 


GOLD STAR HOMES—Rome, Illinois—In line with the current trend 
toward larger prefabricated homes, the Sherman’ is 300 square feet 
larger than its predecessor. The most popular of the Gold Star line, this 
model measures 26 feet deep, 48 feet wide and 1302 square feet iv 
area. The Sherman pictured here features a well proportioned hip roof 


aluminum framed windows, and one-car garage. It contains six rooms 
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Best Selling 


1) HARNISCHFEGER HOMES—Port Washing 
ton, Wisconsin—The ‘Clover, a new L-plan 
P&H home is pictured with a Roman brick and 
vertical board-and-batten exterior, one of many 
treatments available. Featuring a U-shaped 
“‘wifesaving’’ kitchen with a full view of living 


room and dining area, the Clover is available 
with or without attached garage, hip or pitched 
roof and in basement or basementiess models 
Three bedrooms and one-and-a-half or two 
baths are located to the rear of the house, re 
moved from traffic and noise, while the kitchen, 
dining and living areas are brought to the 
front with spacious open planning 


2) THURO-BILT HOMES—Fairbury, Illinois — 
The ‘‘Contessa,’’ five room 42 by 26 foot home, 
contains 1092 square feet and is available in 
a wide range of variations. Thuro-Bilt bases 
much of its success on special services to the 
Realtor and builder-dealer and offers a pre- 
building operation from builder's plans in 
addition to its standard models. The Contessa 
features an 18 by 26 living room-dining room 
“L’, with a peninsular cabinet setting the 
kitchen off from the dining area. There are 
three bedrooms in this model 


3) FARWEST HOMES—Chehalis, Washington 

The flexible “Olympic Model demon 
strates the trend toward larger size. Incorporat 
ing 1031 square feet in six rooms, the Olympic 
is 120 square feet larger than previous best 
sellers and features a design adaptable either 
to traditional or contemporary neighborhoods 
With a trade area embracing 25 states, Farwest 
endeavors to offer as many exterior variations 
as possible. The “Olympic Model 103 for 
example, has eight exterior variations, to meet 


the specific needs of different areas 


4) THYER HOMES—Toledo, Ohio—Afttractive 
window boxes and an exterior planter welcome 
the owner or visitor to this home, popular 
choice from the line produced by the Thyer 
Manufacturing Corporation. Available with or 
without a basement, this plan calls for three 
bedrooms and a bright, sunny living room 
with three-sectioned front window. The model 
shown here has 1,004 square feet and is signifi 
cantly larger than Thyer's best selling model 
of a few years ago, supporting the trend re 
ported throughout the prefab industry 
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Prefab Homes 


5) PEASE HOMES—Hamilton, Ohio—The 
‘Clairwood,"’ fabricated by Pease Homes, fea 
tures a center living room stretching from 
front to rear and opening out onto the flag 
stone terrace. Three bedrooms, two complete 
baths, kitchen and dining room surround the 
central living room. The ‘‘Clairwood”’ is 48 
feet wide and the bedroom wing is 40 feet 
deep. Master bedroom has its own bath, and 
the other bath is situated to serve the other 
two bedrooms without interfering with the 
“back-to-back” bath arrangement 


6) ADMIRAL HOMES—Pittsburgh, Pennsy! 
vania—Long and low contemporary lines ac 
centuated by an exterior of full or partial brick 
stone or clapboard in almost any combination 
distinguish this Admiral home. Model! 506 
comes in several variations including or omit 
ting garage and breezeway for adaptation to 
varying lots and budgets. Ceiling height win 
dows of aluminum or wood afford bedroom 
privacy while large eave overhang protects 
side windows from summer sun. Three bed 
rooms, bath, living room and kitchen with a 
pass-over counter looking into the dining area 
make up this livable home 


7) STYLE-RITE HOMES—Columbus, Ohio- 
Over 2000 square feet of living, sleeping and 
garage area make up this post and beam con 
temporary split-level model. In addition to a 
large living room, dining room, kitchen, recre 
ation room and utility room the ‘'Triumph”’ has 
one full and two half baths. If preferred, a car 
port model is available instead of the garage 
Lower level of the ‘‘Triumph’’ has an 18 by 12 
foot laundry area, and an |! by 24 foot recrea 
tion area. There is a half-bath off the laundry, 
the other half bath is off the master bedroom 
and adjoining the full bath 


8) GBH-WAY HOMES—Walnut, Illinois—A & 
per cent increase in size means spacious family 
living in this 1344 square foot Home Way 
mode!. Three bedrooms, a bath and a half, 
living room with dinette and a kitchen with 
space for eating make up this home which is 
built on a basement foundation. This current 
GBH-Way best-seller is 50 larger than the 
most popular model of tnree years ago. The 
brick veneer used to set off the large picture 
window adds considerably to the individual 
ity of the home, without marked increase in 
cost 
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Best Selling 


1) SCHOLZ HOMES—Toledo, Ohio—Three bedrooms, two and a half 
baths and additional! recreation facilities next to the garage when it 
is on the lower level distinguish the ‘‘Westchester A,'’ most popular 
Scholz Home. In this photo the garage is attached to the left side 
enabling the house to have four bedrooms and an additional family 
room on the lower level. Ordinarily a 1533 square foot model, this 
arrangement gives 1836 square feet of living space plus 303 square 
feet of garage and storage space 


2) ALLEN INDUSTRIES—Fort Wayne, Indiana—Spacious open plan 
ning and contemporary styling are outstanding features of the popu 
lar ‘Van Nuys."’ A wide rear window wall! brings sunshine indoors 
while a choice of exterior treatment provides individuality for this 
five room house 


3) KOZY HOMES—Exira, lowa—Six attractive rooms make up this 
livable home, the ‘‘Hillcrest - Plan A.’’ Designed and fabricated by 
Kozy Homes, the Hillcrest has a long front window box, picture 
window and hip roof. It contains 1512 square feet including garage 


4) MIDWEST HOUSES—Mansfield, Ohio—A living area of 1,335 
square feet makes up the popular ‘Elwood 100.’ With overall di 
mensions of 38 by 62 feet this home contains three bedrooms, two 
baths, dining room, living room with fire place, kitchen, full base 
ment and a two car garage 


5) HOLIDAY HOUSES—Fort Worth, Texas—The ‘Ranchette,’’ popu 
lar ranch-style home in the Holiday line, contains 1208 square feet, 
has three bedrooms and a bath and a half. An attached garage dis 
tinguishes this model from the “Worthhaven,’’ another popular 
Holiday home designed with a carport 


6} KNOX HOMES—Thomson, Georgia—Most popular of the 1956 
Knox line is the ‘‘Contederate,”’ an L-shaped, three bedroom model 
providing 1396 square feet of floor space. Five window arrange 
ments and three floor plans are available with a choice of single or 
double carport, hip or gable roof and a variety of exterior finishes 
This ‘Confederate’ features Old Brick veneer, an asphalt shingle 
roof, gas heating, a deluxe Hotpoint kitchen, oak hardwood floors 
and sliding glass doors leading out onto the rear terrace 
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Models -- continued 


7) BUCKEYE READY-CUT HOMES—Findlay, Ohio—Flexibility is 
the magic word in Buckeye sales appee!l. Any Buckeye Home, in 
cluding the popular ‘‘Lawrence’’ shown here, may have two foot 
extensions added to the left and right sides and to the front and rear 
Garage and breezeways may be added and garage sizes may also 
be increased. This model has three bedrooms, living room, kitchen, 
separate dining room and bath. It is designed for erection on 4 
platform supplied by Buckeye but can also be erected on a slab 


8) SECURITY HOMES—Kalamazoo, Michigan—Almost 200 square 
feet larger than Security's most popular models of two years ago, this 
home provides 1040 square feet of area comprising five rooms and a 
bath. Stone and wood siding are tastefully combined on the exterior 
of the model pictured while iron grillwork adds a decorative note 


9) TECHBUILT—Lexington, Massachusetts—Flexibility and space 
keynote the two-story Techbuilt home pictured here. By providing 
a second floor and pushing the first floor part way below grade to 
utilize otherwise wasted foundation walls, the designers have en 
closed 1900 square feet of living space. Special Techbuilt movable 
closets, U.S. Plywood, Geneva metal kitchen cabinets, Formica coun 
tertops, Reynolds aluminum windows, Hotpoint appliances and 
Wasco plastic skydomes help sell these homes which incorporate 
four bedrooms and two complete baths 


10) DOUGLAS HOMES—Springfield, Ilinois—Best seller for Douglas 
is the ‘'Portland,’’ a three bedroom model with one bath, living 
room and kitchen with dining area. Measuring 40 by 26 feet, this 
home is 1040 square feet in area. Douglas foresees a continuation of 
the trend toward larger homes and plans a Roya! series in 1957 fea 
turing an activity room and emphasis on outfdoor-indoor living 


11) MODERN HOMES—Dearborn, Michigan—Popular model in 
Modern Homes’ Luxury Line is the ‘Fairlane’ with large living 
room and kitchen, activities room, three bedrooms, two bathrooms 
and a two car garage. Optional features include power glide win 
dows, complete sound-conditioning and vaulted studio ceiling. Big 
Thermopane picture windows and the natural fireplace with smart 
corner styling are distinctive features of this 1,840 square foot home 


Modern also has a lower priced Value Line 


12) PRECISION HOMES—Indianapolis, Indiana—Large, unbroken 
living room wall areas for easy furniture arrangement and generous 
closets and storage facilities are starring features of the ‘Brook 
haven,’’ most popular of Precision homes. Built around a utility 
core, the Brookhaven is designed for erection on slab, crawlspace or 


basement. Plans are available in reverse with four roof styles 
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Sellin 


1) NORTHERN HOMES—Minneapolis, Minnesota—Self-storing alum 
inum storm windows make this a popular home in northern climates 
Northern Homes and Lumber Company has planned this house with 
ample wall space for a variety of furniture arrangement possibilities, 
a choice of roof designs and front elevations, select oak hardwood 
floors, sliding closet doors and an optional garage or breezeway 


2) PRESIDENTIAL HOMES—Pemberton, New Jersey—The ‘“Connec 
ticut,’’ a 53-foot split level design planned for the larger family, 
features space and livability. Four bedrooms, two baths and a pow 
der room adjoining the 21-foot long den, spacious living and dining 
rooms and a square kitchen equipped with color matched GE 
cabinets, wall oven and range are some of the features of this 1915 
square foot model. The garage contains 60 square feet of storage 


3) NATIONAL HOMES—Lafayette, Indiana—Reminiscent of tradi 
tional Cape Cod styling, the ‘‘Fenley’’ plan Pacemaker has the 
higher 4 in 12 roof-pitch. A center hall connects three bedrooms, 
kitchen, living room and bath. An especially popular feature is the 
large storage area adjacent to the kitchen. This model has a garage 
and front porch area shaded by deep roof overhang 


4) UNITED STATES STEEL HOMES—New Albany, Indiana—This 
modern three bedroom ranch-style home is the grand prize in U.S 
Steel Homes’ 20th birthday celebration, the Coronado Carnival! 
Contest. Called the ‘Super Coronado,’’ this model features two tile 
baths and a deluxe kitchen containing a counter-top range and eye 
level oven. Additional features include spacious open planning in 
the living areas, a window wall bay, perimeter heating and gener 
ous storage 


5) CRAWFORD CORPORATION—Baton Rouge, Louisiana—Indoor 
outdoor living is the featured attraction of this Crawford home. A 
sliding glass wall opens from the living area onto a screen porch 
patio combination. Laundry facilities are teamed with the spacious 
kitchen and the three bedrooms are located in a wing of their own 
away from the living area. Storage space behind the kitchen, a 
bath and a half and an optional! carport complete the plan 


6) CRESTWOOD HOMES—Greenville, Pennsylvania—The three bed 
room “Linwood,” featuring a two car garage and breezeway, has 
a full-size water-proofed basement readily converted into a game 
room. A woodburning fireplace and large picture window, ample 
storage space and a dining room which can be used as a fourth 
bedroom are highlights of this comfortable suburban home 
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Models -- continued 


7) FAIRLANE HOMES —Louisville, Kentucky —Traditionalists will 
like the ‘‘Model C’’ Fairlane home with its wide shuttered windows 
and G.E. color-styled kitchen. Built-in range and oven, air condi 
tioning, Revere Copper plumbing, Fiberglass insulation, Matico 
cork tile flooring and Walltex washable wal! fabric are selling fea 
tures of this three bedroom home 


8) HOME BUILDING CORPORATION—Sedalia, Missouri—Cathedral 
ceilings and a distinctive gable-end street elevation mark the most 
popular model of the HBC line. Interior mahogany trim is one of its 
sales features which also include sliding glass walls, large windows, 
glass gables and hardwood floors. This 1100 square foot home has 
three bedrooms, two bathrooms and an attached garage which adds 
288 square feet 


9) PAGE & HILL HOMES—Shakopee, Minnesota—The five-room and 
bath Model 340 is Page & Hill's current best seller. Three bedrooms 
are included in its 960 square feet. Following the trend toward larger 
prefabricated homes, the Model 340 is about 100 square feet larger 
than previous best selling models 


10) FABRICATORS, INCORPORATED—South Norwalk, Connecticut 
—An offset living room with a picture window, fireplace, dining 
area and rear window wall overlooking the terrace is a distinctive 
feature of this house built by Fabricators, Inc. Containing 1072 
square feet, this model has three bedrooms and a special storage 
area behind the carport. Prefabricated closets, chests of drawers and 
linen hampers are left free-standing, used as room dividers or built 
in to give added flexibility to this home 


11) EMPIRE HOMES—Louisville, Kentucky—Extensive use of glass 
keynotes the ‘‘Somerset 4a three bedroom home with low, sweep 
ing lines. The dining room's studio ceiling accentuates the open, 
contemporary planning while sliding floor-to-ceiling closet doors 
give easy access to bedroom storage space. General! Electric kitchens 
in color are available for most models and a choice of exteriors in 


cludes cedar shingles, vertical or horizontal siding or masonry 


12) UNIVERSAL HOMES—Milan, Michigan — Planned traffic flow 
with the living room set to the rear and a family room looking out 
on the front porch is a distinctive feature of this house. Six rooms 
including three bedrooms make this a 1365 square foot plan, larger 
by 300 feet than similar plans of two years ago. The “Hollywood” 
has a bath and a half and laundry facilities next to the family room 
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We can help you sell more houses 


and make more 


Bold Planning plus more space-per-dollar has 
made Style-rite the industry's fastest-growing 
manufacturer. 


A spectacular success in '56. And now Style- 
rite’s on the move for “57 with what we honestly 
believe is the hottest line ever to hit the market! 
Twenty-six Contemporary and Ranch models in 
varying sizes. 

Style-rite’s newest homes for '57 are big. 
They're skillfully planned inside, with up to 2100 
feetof livable, usable space. They're boldly 
planned outside, in today’s most wanted styles. 


They're loaded, roof to basement, with look- 
ahead features that tempt down payment dollars. 


THE TRIUMPH. 


| 
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profits in 1957! 


And to help you turn over your investment fast, 
they're built to sell in America’s most popular 
price range. 


1957 is the year that will “separate the build- 
ers from the boys.” For Style-rite builder-dealers 
the prospects are exciting. The homes are exciting. 


And the sales are ready and waiting. 


Will you cash in? 


If you are east of the Mississippi and want the 
complete Style-rite story, pick up your “phone and 
put ina collect call for W. L. Mainland, President. 
The number is Hickory 3-4656, Columbus, Ohio. 


Stile 


HOMES CORPORATION 
659 Marion Road Columbus 7, Ohio 
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Why Style-rite “‘tri-levels” are big news for '57 


1. True Contemporary post 5. “Built-in” kitchen. 


and beam construction. 6. “Offset-split” offers sepa- é 
2. Ideal for flat ground, rate sleeping, living and 

adaptable to any terrain. recreation areas e 
3. Hug the ground—long, 7. Available with either ga- 

low, roomy. rage or carport 
4. One full, and one half 8. Planned for families with 

bath; or one full, and two a plan for the future. 


half baths. 


Three homes in one! Notice how the 
three principal home areas are isolated 
by being placed on separate levels. 


ROOM FOR LIVING! 


641 sq. ft. .. sleeping area 
535 sq. ft. living area 
617 sq. ft. recreation area 
312 sa. ft. ......... garage (or carport) 


2105 sq. ft. more livable, usable space per $! 


Ped 
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Scattered Lot 
- Your Big New Market 


Largely overlooked, the scattered lot offers unique advantages 


for the Realtor seeking new opportunities as a prefab dealer. 


By HARRY HEWES 


Prefabricated Home Manufacturers Inst.tute 


Washington, D.C 


(EFABKICATION, so frequently con 

fined to development building, is 
ideally suited to construction on seat- 
tered Lots, particularly in’ smaller 
communities. Real estate dealers with 
scattered lots have one of the biggest 
potentials in the entire prefabrication 
industry. 

Realtors are singularly equipped 
to handle this type of construction 
because of their closeness to the list- 
ings on seattered lots, and because 
they can build three or four homes 
on a “regular basis” without getting 
involved in major construction pro- 
More important, the Realtor 
knows best how to buy and sell. 

There is no way for the scattered 
lot conventional builder to approach 
the purchasing power, production ef 
ficiency and economy inherent in the 
prefabricator’s operations, At the 
time, the dealer 
turnover his 


yee 


same 
quick transaction. 
These factors brine the promise of 
an excellent market, which, 
in recent years has been incompletely 
lapped. 

With the historic growth of the 
housing industry in the last decade, 
the prefabricator has tended to turn 
his interest to the big developers, en 
terprisers calling for a dozen to a 
thousand packaged houses wrapped 
up in a single contract of sale, 
Among some of the manufacturers 


can exper ta 


housing 
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there has been a distinet feeling seat- 
tered lot sales fall short of the range 
and capacity to which their factories 
and their sales forces are generally 
veared, 

“Why bother with peanuts,” asks 
one of the oldest prefabricators. 
“When we with the bie 
builder, or a potential big builder, 
who requires constant services from 
land planning to final closings?” 

The advantages for real estate com- 
panies which either build or sell for 
builder-clients, have never dropped 
behind the horizon of the prefabbers’ 
perspective, however. The builder- 
Realtor combinations are among the 
prefabricators’ most dependable deal- 
ers. 


can tie in 


Need for Realtor 

“Many a good builder is qualified 
to handle all construction details and 
complete a house in a workmanlike 
manner,” says Ivon R. Ford of Ivon 
R. Ford, Inc.. MeDonough, New 
York, “but when it comes to. sales 
and financing, he often is neither in- 
terested nor qualified. He erects a 
model house and maybe a few houses 
will be boucht, but very few of them 
will he sold 

“What this builder needs is a wood 
Realtor working with him and the 
manufacturer's respresentative, with 
the lines of responsibility clearly un 
derstood. The Realtor, well versed 
in sales techniques and financing, 
knows the market and type of home 
selling in his area and can sell com- 
pleted homes. We believe this coop 
erative builder-Realtor combination 
should be encouraged by the prefab 
manufacturer; in it there will be a 
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more complete coverage of the mar- 
ket and a- steadier volume of busi- 

Roy kb. Hunsaker, vice president 
sales, Inland Homes Corporation. 
Piqua, Ohio, goes further. He believes 
the prefabricated house offers the 
scattered lot builder advan 
tages than any other type of construe 
tion 


more 


“Generally.” he says, “we can ex- 
pect the Realtor to know how to sell 
and merchandise, but he is often 
short of building know-how. On the 
hand, the builder is long on 
building know-how and short on sales 
and merchandising ex perience. 


other 


Therefore, it is wise for a real estate 
firm and a home building contractor 
to team up as a corporation, partners 
ship, or in some other working ar- 
rangement where both use their ex- 
perience to best advantage, That way 
each realizes the highest return on 
his capabilities, both in efficiency of 
operation and in profits. Of greatest 
importance, however, is the complete 
satisfaction of the customer as a 
result of such teamwork.” 

With seattered lots, the builder car 
ries no large investment in raw land; 
improvements generally are in place 
and less capital and risk are involved. 
Prefabrication limits and red.ees 
items of overhead such as site stofage 
facilities, results in shorter supervis- 
ory time, and removes a 
setting up site power connections for 
fabricating tools. 


need for 


Single Delivery 
Building materials are concentrat 
ed in the prefabricator’s single pack- 
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1s profitable day ! 


WHEN YOU ERECT 


Wy OW Homey 


Because six men can have the Wilson Home under roof 
within eight hours, driving winds, rains, snow and sleet 
bring little retarding effect to your building schedule. With 
advance planning, inside finishing jobs can still go on pro- 
tected by a staunch house, precision-crafied from No. | 
grade framing lumber. And proved consumer accep- 

ance (more than 1500 sold in one subdivision alone) will 
keep those sales booming ahead of your 

continuing building schedule. 


- 


A QUALITY HOME FOR MODERATE-INCOME BUYERS 
PRICED TO SAVE YOU MONEY — 
WITH THESE PROFIT ADVANTAGES 


@ Operations with low-fixed overhead 

@ Pre-Determined Costs 

@ Construction Schedules Geared to Sales Activity 

@ Mass Purchasing Economies 

@ Fine Quality Materials and Workmanship 

21 distinctive home styles with Sales, Advertising, Merchandising, Financing, Engineer- 
tions ate available. Optional floor plans for basement ing and Site-Development Aids 


or concrete siab construction. 
F.H.A.— V.A. APPROVED 
MEETS THE BOCA CODE 


OY 


/ 


, Write, wire or call today for full information about 
With the FAMILY-ROOM KITCHEN, optional! in all these homes which stress quality and distinctive de- 
six-room ranch models, you can at last give your fl 

buyers a kitchen large enough for a family of six or sign for faster selling and greater profits. 

more plus a full-sized dining room in a moderately- 

priced home. 


ST. CHARLES & TAUSSIG ROADS ROBERTSON, ST. LOUIS COUNTY, MO. PERSHING 1-1335 
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there is delivery as 
against numerous small packages and 
numerous deliveries in 


ave and one 
conventional 
construction, 

The real estate operator will have 
his house on his lot at a prefixed 
price at a prescribed time, 

The construction job will be not 
only faster but cleaner, with a conse- 
quent minimum of aggravation to the 
neighbors and neighborhood good- 
will is an important factor in the 
speculative and competitive housing 
field, 

Building is a year-round program 
The buying public wants and needs 


“It is wise for a real estate firm 
and a home building contractor 
to team up as a corporation, 
partnership, or in some other 
working arrangement where 
both use their experience to 
best advantage. That way each 
realizes the highest return on 
his capabilities, both in effici- 
ency of operation and in 
profits.” 

Roy E. Hunsaker 

Inland Homes Corporation 


houses 12 months in the year. Build 
usually lower the 
winter because of the ready supply of 
trades people 


ing costs are 


There is also a faster turnover of 
investment; profit’ and commissions 
are available in less time. Local lend 
ing institutions prefer Realtors and 
builders who build on seattered lots 
with conventional mortgages in their 
own communities, 

The laree selection of prefabricat 
ed home designs makes it possible to 
conformity to neighborhood 
standards 

The prefab package is flexible 
enough to include brick, stone or lap 
ped siding exteriors and plaster in 


dssure 


teriors because the scattered lot buye: 
often is more discriminating than the 
tract buyer, and these preferences re 
quire little extra effort in the prefab 
her's production and engineering 
staffs, 

Further comments supporting the 
suitability of prefabs for the scattered 
lot are voiced by other leaders in the 
industry. 


Fit the Land 

“The prefabricator can fit’ his 
house to the land rather than flatten 
ing or filline the land to fit) the 
house.” G. W. Mefferd of Modular 
Homes, Ine., Kirkwood, Missouri, 
points out. “This means that even the 
large operators will find savings 
when building prefabs on seattered 
lots 
using the cost-cutting techniques of 


since there will be no point in 


mass site production such as cutting 
a yard for just a few lots.” 

P.S. Knox, Jr., president of Knox 
Corporation, Thomson, Georgia, and 
former PHMI president, declared his 
company's experience indicated that 
prefabrication is often more advan 
tageous on scattered and isolated lots 
than on concentrated project: opera- 
tions, but he also noted such opera 
the 
building materials suppliers. 


tions as least interesting to 


Cost Savings 


“Consequently,” Knox says. “they 
generally carry maximum retail 
prices, The overhead of the material 
supply yard is greatest in deliveries 
On the other hand. 
the prefabricator delivers a complete 


to such locations 


package in a single shipment and 
generally offers single shipments at 
the same price to a builder as that 
which would apply on a large scale 
project. 

“The element of much shortest 
elapsed time for completing the house 
since 


has a direct bearing on cost, 


only overhead charges but also 
many of the direct charges in 
dential construction are proportion- 
ate to the time element.” 

With the tremendous 
choice in design, type, style, price 
range, livability, appearance and re 
sale value, the prefabricated house 
may be directly fitted to any kind 
of an individual lot readily 
attainable. Custom-designed and fac 
tory-made, it is the product of top 
flight architects, engineers and color 


Any 


buyer's 


not 
resi 


ope of 


reasonable pref 
individuality 


coordinators. 
of the 


erences 


may be 


Luxury Prefabs 
A new factor, of growing impor- 
noted by National Homes 
Corporation of Lafayette, Indiana. 
This is the continuing development 
by the prefabricators of the more 
expensive type homes which often 
reach into the definite luxury classifi 
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cations. 

“For a long while,” 
pany spokesman, “the prefabricators 
left this market to the conventional 
builder, but more and more they are 
challeneine him in this price range. 
We have built some very fine 
homes that are ideally suited for 
scattered lot operations. Now a build 
er can turn to prefabrication and still 
sell in the higher price ranges where 


save a com 


he is accustomed to operating and 
build the kind scattered 
lots demand.” 


of homes 


Kent Dawson. executive vice pre 
ident, Great Lakes Homes. Inc.. She 
boygan Falls, Wisconsin, is another 
who believes the prefabbers have 
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passed up a good market in scattered 
lot building possibilities. 

Lakes Homes has 
real estate companies in Milwaukee 
and in some smaller cities who buy 


“Great several 


from two to 10 house packages a 
year.” he says, “and this is ‘plus 
business.” After the first 
the servicing of 
counts proves a minor matter. 

“With the searcity of land in our 
area, scattered lots become very val- 
uable and the real estate broker is 
venerally the man who controls these 
lots. He prefers a package house 
because he does not want to create a 
building organization and he 
generally sublet the entire deal sat- 
isfactorily. Out of my experience I 
am persuaded there is a valuable po- 
tential market for the prefab manu 
facturer in the seattered lot building 
program with real estate builders if 
it is handled corre tly.” 

Milo F, Gonser, president of Semi- 
co, Ine., Michigan, concurs: 

“Personally.” he says, “I think pre- 
fabrication offers more advantages 
for scattered lot building than for 
huilding because the 
job builder need not resort to semi- 
prefabrication on the job site. He can 
do a fast and clean job without un 
duly disturbing his neighbors. and 
speed and cleanliness make for com 
munity good-will.” 

Hodgson Houses, Inc., Dover, Mass 
achusetts, has been prefabricating 


house is 


ted. these ac- 


Seney. 


project single 


“With the scarcity of land, 
scattered lots become very val- 
uable and the real estate broker 
is generally the man who con- 
trols these lots .. . There is a 
valuable potential market for 
the prefab manufacturer in the 
scattered lot building program 
with real estate builders if it is 
handled correctly.” 

Kent Dawson 

Great Lakes Homes, Inc. 


dwelling since 1892. Until it adopted 
its new standardized construction 
three or four years ago it sold only 
to the home owner, and its most suc- 
cessful builders were those prepared 
to build on individual lots on a 
custom basis for individuals. 

“The faci 
tered lots —most 
New England area 
them very active in this field.” ac- 
cording to Kenneth W. Spaldine, 
Hodgson president, “if they are wil- 
line to with a 
substantial contractor who will coor- 


iiealtors know of secat- 
in demand in this 
should make 


associate themselves 
dinate the subcontracting efficiently. 


| believe there is a big market right 
in the palms of their hands.” 
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WAY ffers... 
BIG SERVICES for 


Are you a new builder—needing help to get started 
right in the wonderful, booming pre-fab housing field? 
Are you a successful small builder—iooking for a qual- 
ity pre-fab that can be custom-built to fit your needs? 


If so, then you should be a HOME-WAY dealer. 


HOME-WAY is one of the oldest firms in the 
pre-fab field. We’re not the largest and we never want 
to be. Our business is the SMALL BUILDER. Our 
entire operation— production, design, sales—is geared 
to serve firms that build two to twenty houses per 
year—though many have grown into much bigger 
volume under our franchise. We’re proud of them; but 
we are proudest of the fact that again this year 
MORE SMALL BUILDERS ARE SELLING 
HOME-WAY HOUSES THAN EVER BEFORE IN 
OUR 16 YEAR HISTORY. 

GBH personalized sales help, individualized cus- 
tom design, and fast, prompt, accurate shipments can 
still make 1956 your best year in the building busi- 
ness. RIGHT NOW is the time to put this service to 
work for you. Send us the coupon below and let us 
prove it. 


IF YOU BUILD IN THIS 
AREA—GBH CAN SERVE YOU BEST! 


ee 
MINNEAPOLIS - ST. PAUL 


MILWAUKEE @ 


WALNUT 


DETROIT 
DES MOINES 


@ @ CHICAGO TOLEDO 


COLUMBUS 


ST. LOUIS @ 


@ KANSAS CITY 
LOUISVILLE @ 


We're “small town folks” at Walnut—just 100 miles from Chicago. 
But we are centrally located for Midwestern builders. Bring your 
prospects to Walnut—our designers will ma!:e any changes they 
want, and we'll help close your scale! 
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SMALL 


THESE PERSONALIZED SERVICES 
WILL SELL HOME-WAYS for YOU! 


CUSTOM DESIGN—our architects and designers can adapt 
HOME-WAY floor plans, panel wall sections, exterior and interior 
features to meet the requirements of the most exacting prospect. 
You have wide flexibility and an unlimited variety of floor plans 
and models. 


OPEN HOUSES—in your selling 
area —or Demonstration Houses 
accessible to your prospects— 
mean that folks can see before 
they buy. Houses cre open for in- 
spection in Walnut and in many 
key points in the Midwest. 


QUICK ASSEMBLY and DELIVERY of SHIPMENTS. Two thou- 
sand people went through this HOME-WAY just 21 days after 
the order was signed. We schedule shipments promptly, deliver 
panel wall sections with windows and doors factory hung —floors 
are in sections, roofs are trussed for speed, economy, strength. 
You handle erection, interior finishing, and so forth. 


WIDE CHOICE OF MODELS —including new Split Level that gives 
unheard-of living space for little money. Ranches, Contemporaries, 
Basic models with custom-design look. A complete choice of exte- 
rior finishes and styles. 


LOCAL ADVERTISING AND SALES HELP. We give you com- 
plete literature kits, ad mats, promotion and merchandising ma- 
terials. All this plus expert help in planning your selling and 
qualified leads. 


a builder. 


GBH-WAY HOMES, Inc 
Dept. J, Walnut, Illinois i 
| am interested in learning more about becoming a HOME-WAY | 
dealer. Please rush me complete information. l 
NAME 
ADDRESS 
CITY ZONE STATE | 

1 am an established builder. [ | | am interested inbecoming | 


phy 
cm 
[MAIL THIS COUPON NOW FOR COMPLETE INFORMATION | 
| J 
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—_ is a widely-held, but erro- 
neous opinion that prefabricated 
houses automatically receive a certain 
deficiency allowance from appraisers. 
I do not believe this is actually true. 
let us examine the appraisal process 
briefly to determine what its effects 
really are on the valuation of prefab- 
ricated homes. 

In aporaising prefabricated houses 
for market value you should first be 
acquainted with the definition of 
“market value.” Market value is de- 
fined as “the highest price estimated 
in terms of money which a property 
will brine if exposed for sale in the 
open market, allowing a reasonable 
time to find a purchaser who buys 
with knowledze of all the 
which it is adapted and for which it 
is capable of being used,” 

An appraiser ideally uses three ap- 
proac hes to determine his estimate 
of value: The market data approach, 
the cost approach and, if possible, 
the economic approach. Quite fre- 
quently, however, there are not 
enough houses rented to establish the 
fair rental necessary for the economic 
appraiser is re- 


uses to 


approac h and the 
stricted to cost and market data con- 
siderations. 

In the market approach an apprais- 
er recognizes the prefabricator has 
effected certain savings construe- 
tion, which affect the cost of building 
the house. This should not be 
regarded as a deficiency, for in most 
cases the construction type has been 
approved by a university or other 
accrediting agency. It has been 
proved as good or better than conven- 
tional and yet it per- 
mits structural savings resultine from 
mass construction methods. 

In a prefabricator’s plant we were 
recently shown a new roof truss con- 
struction on which Purdue University 
was running extensive tests. The aim 
on the part of the manufacturer was 
not to produce a deficient structure 
but a stronger and better roof con- 
struction at a savings in cost. In no 
would such permit the 
adoption of deficient methods, 

Because of the reduced time re- 
quired to complete a prefabricated 
house, a considerable saving has been 
passed on to the ultimate purchaser 
in on-the-site labor. Again, this is not 
a deficiency but a savings relayed to 
the ultimate purchaser in a reduced 
replacement cost estimate, 


Progress in Prefabs 

In the early stages of the prefab- 
rication industry, houses were devel- 
oped primarily through trial and test- 
ing in use rather than through the 
extensive factory tests used toda y. 
From the appearance of some of 
those early prefabricated houses one 


construction, 


case tests 
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Judging Prefab 
Market Value 


Do appraisers automatically assume a deficiency allowance 


for prefabs? “No,” says this veteran appraiser, who here de- 


fends the modern prefabricated home as a strong competitor 


on the resale market. 


By T. LORIN DRISCOLL 


Driscoll Realty Company 


Indianapolis, Indiana 


feels the primary motive of the man- 
ufacturer was to build a house that 
would withstand the elements and 
furnish adequate shelter at the lowest 
possible price, no matter what the 
lack of physical appeal. From these 
early prefabs with plywood exteriors 
and interiors, prefabs gained the rep- 
utation of being cheap shelter, com- 
pletely lacking in aesthetic appeal. 

Not so today, however. The pre- 
fabricator has found it necessary to 
produce both interior and exterior 
appeal in order to keep going. He 
tries to make his houses as attractive 
and appealing to the eye as possible, 
even when building in large develop- 
ment projects, New prefabricated 
houses are built in all price ranges. 
Because their quality is more gen- 
erally accepted, it is possible to build 
and sell them at prices ranging up- 
ward to any limit. 


Resale of Prefabs 

The resale of prefabricated houses 
does not differ too largely from the 
resale of conventional houses. In our 
office we have appraised and resold 
many of both types. /t is my feeling 
the older type prefab and the older 
type conventional house do not differ 
greatly when offered for resale. 

An appraiser, seeking to establish 
market value, must take into consid- 
eration all the factors involved, 
whether appraising a prefab or a 
conventionally built house. Many 
things enter into his consideration of 
both. 

Location is one of the first meas- 
ures of value. The neighborhood may 
lack appeal because of a monotonous 
sameness of the houses. But this ob- 
jection will be just as valid for the 
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conventionally built project neighbor- 
hood as for the prefab project. If 
the prefab were built a few years ago 
when the industry attempted to com- 
pete solely on price, and the first 
owner had not added improvements, 
the house would be rated according- 
ly. 

The prefabs of more recent. vin- 
lage, built in a good location, intro- 
ducing a variety of exterior treat- 
ments, and having good ownership 
and maintenance, enjoy a stable 
resale price on today’s market. 

Whether his home be conventional 
or prefab, a seller's feeling that he is 
not getting the most out of his house 
results largely from the fact many 
new houses of similar quality, design 
and price range are constantly being 
offered for sale. The older 
offered for resale in competition 
usually has some extras added by the 
owner. He naturally wants to recover 
the cost of these extras plus the effort 
he has put into the lawn, shrubs and 
trees, 

The new house offered in competi- 
tion enjoys longer terms 
than the house offered for resale. The 
result is that the new house. whether 
prefab or conventional, sells more 
quickly. Financing is probably the 
chief advantage of the newer house. 

If the prospective purchaser has 
the necessary additional 
hand, however, there are many ad 
vantages to be gained in the house 
offered for resale. Its age of one, two 
or three years, for example, has 
tended to prove its structural sound- 
ness while slight defects have been 
corrected and, in most instances, a 
good start has been made on the 
lawn, trees and shrubs. 


house 


financing 


ca sh on 
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W. G. BEST HOMES CO. 
PRESENTS THE FIRST HOME 
ESPECIALLY DESIGNED FOR 


THE FAMILIES OF 


SALUTED BEST 


Jt iILEE 


SEPTEMBER 1956 
RIVERFRONT + ST. LOUIS 


DISPLAYED AND 
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PACE-SETTING 


BEST TEAM OF 


The hundreds of thousands of visitors to the 
great St. Louis Mid-America Jubilee in Septem- 
ber are already back home—talking about the 
wonders they saw. You can bet they’re talking 
about the BEST MID-AMERICAN! At last 
they saw a home especially designed for Mid- 
American living by Mid-American families! The 
Best MID-AMERICAN can create the same 
sensation in your area—as your display home for 
1957. This home has every feature that has built 
Best sales... it not only sells itself but with it 
you can sell any of the Best '57 homes. 


Ww. G. BEST HOMES CO., 


LEONARD &. WEGENEK 
Of 


THE 


1957 HOMES 


Also, Best helps you choose, acquire and plan 
the land you want to develop... Best helps you 
arrange financing, interim or long-term ... Best 
helps you advertise, publicize and promote Best 
Homes as the best buy in your area. This help 
extends to making out and following up VA and 
FHA applications... laying out subdivisions... 
supplying you with hand-out literature, news- 
paper ads, radio and TV commercials. 

Get all the facts on the big Best year ahead! 
Send a letter or card, or telephone Effingham, 
Ill. 1600 collect. 


EFFINGHAM, ILLINOIS 


eee 
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Never underestimate the importance of a 
woman's kitchen! Best offers whatever she 
wants—up to completely built-in range, oven, 
freezer, refrigerator, washer, dryer, dishwash 
er, sink, cabinets and garbage disposal 


Mid-American families want modern bath facilities. Best 
Homes offer 1, 1'/2, 2 or 2'/2 baths featuring vanity tav 
atory, glassed-in tiled shower, colored fixtures 
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GIVE HOME BUYERS WHAT THEY WANT... 
BEST HOMES INCLUDING WHAT THEY WANT MOST... 
THE PRICE THEY 
CAN AFFORD! 


While the Best MID-AMERICAN 
gives families luxuries they've always 
wanted, other Best models—such as the 
CLIPPER, above—are available for more 
cost-conscious customers... and still let 
you offer modern Best styling, three bed- 
rooms, ample closet and storage space. 


A Best decler service representative is ready 
to give you details of the entire Best ‘57 line 
—including choices of roofs, exteriors and floor 
plans. Write or phone—at no obligation. 


Another pleasantly-priced Best Home certain to be a 1957 success 
is the Model 96018, shown above, with three bedrooms, storage 
room, carport and large living-dining area. 


WwW. G. BEST HOMES CO. EFFINGHAM, ILL. 


Photos 


Suter, Hedrich-Blessing Studio 


Countertop burners, range hood, built-in wall oven and refrigerator are typical of products in 


cluded in some house packages, made optional in others and often supplied by dealers 


pictured is Harnischfeger's ‘‘wife-saver’’ 


Kitchen 


U-shaped kitchen which opens out into dining room 


Brand-conscious dealers would like to see more items of equip- 
ment included in the standard prefab package. But the 
majority prefer that this equipment be optional. 


prefabricated home, despite 
its factory origin, usually re- 
quires a number of “extras” to be 
added on site before it can be called 
complete. Would dealers like to see 
the manufacturers of prefabs include 
more of these “extras” in their stand 
ard packages ? 

Forty-seven percent of the dealers 
consulted by the JOURNAL said 
“Yes” and designated bathroom fix 
tures as the 
Almost none preferred that manufac 
turers provide fewer items of equip 
ment, while approximately one-fourth 
are satisfied with the present offering 

The practice of providing optional 
appliances and equipment, used ex 
tensively by 


most wanted addition. 


some manufacturers, is 
popular among most dealers. Its flex 
ibility means dealers can obtain near 
standardized 
where the manufacturers’ choice finds 
public approval. Where saleability 
dictates kitchen 
the other hand, and the manufacturer 
supplies optional all-metal kitchens. 


ly complete 


par kages 


wood cabinets, on 


dealers can then utilize their option 
to make a more suitable choice, there 
by fitting the 
market. 

One dealer, preferring that more 
items be supplied in manufacturers’ 
packages, would like to see the privi 
lege of deleting them retained with 
out cost penalty. If the manufacturer 


house to the local 


can provide this service, he believes 
an ideal situation from the standpoint 
of marketability would be achieved 

Which items. accepted as necessary 
components of the well-equipped 
home, are most frequently purchased 
by dealers rather than supplied by 
manufacturers in the house package 7 
More than half of the 
sulted reported they supply bathroom 
fixtures, 


dealers con 
oven and countertop burn 
ers, heating equipment, water heaters 
and floor coverings 

Brand names appearing promi 
nently in dealer selections include 
Hotpoint, Tappan, General Electric, 
Western Holly, Norris-Thermador, A 
Q. Smith, American-Standard. Arm 
strong. Kentile and Sloan Delaware 
Some dealers report the installation 
of complete kitchens, a feature some 
times included in the 
original package 

Fewer than half of the dealers con 
sulted purchase ranyves, ail condition 
ing equipment, 


manufacturer's 


laundry appliances 


vent hoods and fans disposers and 
dishwashers. But those dealers who 
do supply this added equipment men 
tion such brand names as Tappan 
General Electric, Western Holly and 
Thermador, Worthington Winkler 
Chrysler Airtemp, Hotpoint, Whirl 


pool, Bendix, NuTone, Waste King 
and Kitchen Aid 
Many of the products supplied by 


Which 


Products 
in the 


Package? 


and dealers become 


features in their brand name 
appeal Dealers are becoming increas 
ingly aware of the impact of known 
brand names on their prospects, Na 
tional advertising through TV 


mavazines and newspapers has made 


the buying pu blie brand-conscious 
this is reflected in the definite 
trend toward featuring brand names 


and 


in the promotional literature for pre 
fabricated Whether supplied 


in manufacturers’ packages or pur 


chased by builder-dealers equipment 


bye uring we known brand can 


bn expected to figure even more 


prominently in prefab sales ahead 


Washer and drier are yplional equipment in 
Here «a 
lf de 


convert this room into 


the Harnischtleger Clover model 


laundry area teams up with a half bath 


sired, the buyer can 


either a full bath or full laundry for his family 


- 
j ‘ l 
builds 
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Are you considering a prefab dealership? The potential is 


Selecting the Right 
Prefab to Bui 


great as the housing trend moves more and more to prefab- 


rication. Manufacturers and dealers here call on their experi- 


ence to provide you with valuable advice in making your 


Ww advice would you give a 
real estate man or builder who 
is considering taking on a_ prefab 
dealership? What are the most im- 
portant factors to consider in select- 
ing a prefab? What pitfalls should 
be avoided? 

The JOURNAL went to prefab 
dealers and manufacturers armed 
with these questions, to correlate the 
thinking of men and companies ex 
perienced in prefabrication, and to 
pass their reactions along to you the 
potential prefab dealer. 

Profits loom big for the real estate 
has the knowledge, 
desire and facilities to take on a pre 
fab dealership. But your careful se- 
lection of a prefab manufacturer at 
the can well be the key to 
success or failure in’ this rapidly 
mushrooming method of construe: 
tion. Careful research should precede 
your decision. 

ppermost in your mind, accord 
ing to dealers and manufacturers in 
the business, should be the selection 
of a prefabber with a quality product. 
Equally important, the company 
should be noted for integrity and 
should have had suflicient experience 
and success to insure continued prog 


executive who 


outset 


Your selection should be in favor 
of a manufacturer with foresight in 
new design and new materials to 
constantly stimulate sales, All impor 
tant offered by the 
manufacturers figure heavily in facil- 
itating maximum building programs 
for you. 

Beeause manufacturers vary in 
their approach to the market, usually 
aiming at a particular price range, an 
essential prerequisite is that you 
select a company which manufactures 


financing aids 


36 


choice of prefab the right one for you. 


homes properly sized, designed and 
priced for the particular market exist- 
ing in your area. Equally important 
is the product’s acceptance by FHA, 
VA, and the various lending institu- 
tions. 

Distance from the manufacturer is 
an important consideration, veteran 
dealers agree. These experienced 
dealers, who are building an average 
of 17 houses each this year, feel a 
dealer should be close enough that 
shipping costs do not become a de- 
termining factor in his overall costs. 
Five hundred miles seems to be the 
maximum break-even distance. 

If, following a careful survey of 
your local housing market for avail- 
able lots, developed and undeveloped, 
you decide to venture into the pre- 
fabrication field as a dealer, your 
next step should be to contact all 
prefabricated home manufacturers in 
your own geographical area. Confer 
with several dealers of each manu- 
facturer, again in your own area, to 
test each manufacturer in terms of 
reliability, efficiency and perform- 
ance. Then make your decision based 
on quality of construction, design 
and sales appeal, consumer prefer- 
ence in your area and the price range 
you plan to emphasize. 

A sampling of comment from ex- 
perienced dealers reflects the general 
advice offered a prospective dealer: 

Clifford Fk. Junkins, dealer for Ivon 
RK. Ford Homes and Morgan Elmer 
Inc., in Holyoke, Massachusetts: 
“Contact several manufacturers in 
your area, see what they have to offer 
in dealership programs and how 
much help they will provide you in 
getting started, If the dealer is lo 
cated too far from the manufacturer, 
the shipping charges will eat up con 
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By DON NEUMANN 


Assistant Editor 


struction savings. Don’t make a def.- 
inite commitment on the number of 
houses you will take on order in a 
given time.” 

A. Atley Peterson, dealer for Tech- 
built and U.S. Steel Homes in Balti- 
more, Maryland: “Three important 
factors to consider are national pub- 
licity by manufacturer, good design, 
and complete packaging to minimize 
local purchasing.” 

Dick Nelson, dealer for Westway 
Homes in Beaverton, Oregon: “Know 
your product and know which type 
best suits your area and offers the 
most for the buyers’ money.” 

Morris Bart of the Bardon Con- 
struction Company, dealer for Amer- 
ican Houses in Knoxville, Tennessee. 
says one thing you must decide is 
“whether to build in one location, or 
in various locations on a_pre-sold 
contract basis.” 

Wells Construction & Realty Com- 
pany of Peru, Indiana, dealer for 
General Homes and Place Homes: 
“Find a manufacturer with a congen- 
ial, ready-to-please attitude. Select a 
manufacturer with an acceptance cor- 
poration to provide financing help. 
Watch for a complete package above 
slab.” 

Views from prefab manufacturers 
themselves fall into a pattern similar 
to that of their dealers. They empha- 
size that you should carefully study 
reputation, quality in construction, 
design variety, financing offered, 
nearness of dealer to manufacturer, 
merchandising and promotional as- 
sistance, and a prefab which is mar- 
ketable in your area. 

Individual comments from manu- 
facturers which set the general tone 
of advice to real estate executives 
considering a prefab dealership in- 
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Robert J. Lytle, president of Mod- 
ern Homes Corporation of Dearborn 
Michigan says, “We would suggest 


f 
“7 
clude these pertinent comments: Ad 


you select an established, progressive 


merchandising organization, one 
by the PHA, VA ithe var with ADMIRAL HOMES 
PE IMOUSTRY LEADER 


a firm with an established “name 
brand” or product identification. The | 

ADMIRAL HOMES sell faster 
because they are... 


prospective dealer should check a 
ARCHITECT-DESIGNED . . . to provide the utmost 


manufacturer through existing deal- 
in livability and beauty. 


ers to get his reputation for perfor- 
FACTORY-BUILT, using only top quality materials 
and skilled workmanship, 


MEET ANY BUILDING CODE... have full VA, FHA 


and local bank acceptance. 


mance in merchandising service. 

BE. A. Sloane of Harnischfeger 
Homes, Inc., Port Washington. Wis- 
consin, believes “You should have 
the opinion of FHA, VA, mortgage 
bankers and investors as to the qual- 
ity of the home. You should check 
with Dun & Bradstreet about finan- 
cial stability of the company. You 
should know the production facilities 
of the company, and their ability to 
handle construction. You should 
know beyond all doubt that your 
homes will be delivered on time be- 
cause of the tremendous importance 
of timing in your building picture.” 

Clifford Hill. GBH-Way Homes. 
Inc.. Walnut, Illinois, says the factors 
most important in selecting a prefab 
manufacturer are “reputation, adapt 
ability to local building codes, versa- 
tility to suit customers’ tastes, special- a 
ized designs available, and offering Model 801 
of the same service whether you sell 
one home or 100. Try to obtain a 
dealership within 300 miles of your 


The Newest Admiral.. 
site, 

Arthur Dahlman of Home Building GARAGE " =. ONTEMPORAKY 
Corporation, Sedalia, Missouri, says, 
“We believe a prefab manufacturer ns 
should he selec ted on the basis of how 
much work he can eliminate for the 
Realtor on the job site. The average 


A 3-vedroom, open-beam ceiling 
home with 1,232 square feet liv- 
able floor area. Full bath and pow- 
der room. Over-all size 28'x44' 
with 12'x20' garage and 6'x28' 
covered patio. 


real estate dealer does not have a | 


| 
cases has little knowledge of building i 


itself. The solution is to pick a man 
ufacturer who actually prefabricates ‘ ~ 
the complete house, from the founda I 
tion up so that at the end of the first ; 
day when the roof of the house has not ; 
heen papered in, the rest of the house | 
has been 95% completed.” 

W. L. Mainland of Style-Rite 
Homes Corporation, Columbus, Ohio, 


puts “design excellence, efficient plan Build from over 29 popular designs Tae 


ning and forward looking features 
that make for saleability” at the top and over 150 different floor plans 
of the list. “Since company reliabili : 

ty, quality products and fair prices 7 
are now the established pattern of 
the industry, the selection must be 


building crew and in a great many 


Open style living achiewed 


with full length gloss 
panels at potic end 


made in the area of positive advan 
tage created by design planning 
which tempts down payment dollars 
from more tightly held pocket books 
and by troublefree service support 
on mechanical matters.” 305 MT. LEBANON BLVD. 
PITTSBURGH 34, PA. 


RANCHES CAPE CODS - BUNGALOWS TWO-STORY HOUSES - CONTEMPORARIES 


(1) 6.55 P.M. House raising, twentieth century style, began when 
two trailers carrying a house package prefabricated by The 
Thyer Manufacturing Corporation arrived at a wooded site near 
Madison, Wisconsin. Foundation and deck were already in place 


(2) 7:10 P.M. Crew members from the Grant Kitthe Company, 
Madison builder tor Thyer, begin removing roof trusses from 
trailer for stacking on deck. Townsfolk begin congregating to 
watch the evening promotion, By 7:18 the last of the trusses has 
been unloaded, by 7.41 the first wall section was unloaded 


(3) 8.00 P.M. Members of the construction crew lower an exterior 
wall panel into place. Precision menufacturing of the prefabri 
cated package shows its merits as parts fit emoothly into place 


Under Roof in 
Four Short 


This prefab dealer's promotion brought 6,000 
witnesses to see a house erected in only four 
hours. Full advance publicity helped make 
this unusual promotion a big success. 


rious crowds had already begun to gather when 
two large trailer vans pulled up to a wooded site five 
miles west of Madison, Wisconsin. It was a clear summer 
evening in July, an ideal time for Thyer Homes dealet 
Grant Kittle’s prefab promotion, heralded by newspaper, 
radio and billboard. Once lured to the building site, 
Madison townspeople were greeted with a show well 
worth their short journey. 

At 6:55 in the evening, a six-man crew and. their 
uperintendent climbed aboard the trailers and bean 
to unload roof members. A three-bedroom home with 
attached garage made up the factory-built house package. 
With the help of a crane, the crew quickly stacked the 
roof members in the center of a previously laid floor deck. 

At 7:11 the first wall panel came off the truck. As fast 
as wall panels were set on the deck, they were aligned 
and spiked into place. To aid this process, the deck had 
previously been marked with dark lines: the operation 
could then proceed without tedious measuring. 

sy 8:25 all exterior wall panels were set and the 
house had begun to take shape. At 8:30 the first two 


(4) 8.03 P.M. A garage section is removed from the truck. The garage 
front containing the door opening is already in place. The house begins 
to take shape as interest mounts among the onlookers 


ure 
| 
7 
pony 


(8) 11.04 P.M. As the last nails are driven into the roof, part of the crew stands by ready to roll out the roofing paper 


Shingles are not to be applied until later 


ihis house in a litthe over four hours. Brisk activity in the acjacent sales office proved the project's success 


roof trusses were swung up and spiked to the top plate. 
Here, too, measuring was unnecessary, for markings set 
out beforehand determined the intervals between trusses. 
Before the last trusses were in place, half of the crew 
began to apply the roof sheathing. 

sy 11:04 enthusiastic onlookers saw the last nails 
being driven into the new roof while part of the crew 
stood ready to roll out the roofing paper. Shingles would 
wait for later application. 

The result? Publicity-conscious Kittle succeeded in 
demonstrating to 6,000 onlookers the ease, speed and 
efficiency of erecting factory-built homes. Precision man- 
ufacturing, package shipment and waste-free construction 
meant not only erection economies, but also a convincing 
demonstration of the skillful engineering of the prefab- 
ricated home. 

Gone are the days when prefab builders defensively 
tried to hide the nature of their operations. Instead the 
public was invited to view the entire job. Brisk trafhi 
through the sales office set up in the house next door 
left no doubts as to the success of the promotional project. 


(5) 8:10 P.M. An exterior wall panel is brought into place by aligning 
it with a mark previously placed on the deck. With'n 10 minutes ex 
terior wall panels are joined. At 8:25 first roof truss is set 


More than 6,000 residents of the Madison area witnessed the erection of 


(7) 9:13 P.M. While onlookers survey the operation, o workman 
carefully places the last precut hip framing member in position 


At the same time, first roof panels are being nailed to the trusses 


(6) 8.30 P.M. The first two roof trusses have been swung up and ' 
are spiked to the top plate where spacing had previously been 
marked off. By 8.55 most of the trusses are in place 


Hours! 
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A” HENNINGSEN is one real estate 
man who never wanted to be a 
builder or a contractor. And he still 
insists that he isn’t, though he has 
provided Homeway houses for more 
than 100 the Clinton, 
lowa area, 

A Realtor, Art feels, should work 


from an office 


veterans in 


not a materials yard. 
“Our business is persuading people, 
not bossing or supervising them”, he 
says, “so | never felt that | wanted 
to be responsible for labor crews 
and construction details.” On the 
other hand, Henningsen recognizes 
that land has to be used before it 
becomes realty, and a Realtor’s job 
is to provide homes when they are 
needed, not just to trade in them. 


In prefabricated houses, Arthur 
Henningsen has found his place in 
the booming Clinton housing market. 
“We just furnish the home and help 
people get together to get it built and 
lived in,” he explains. “It's just like 
any real estate transaction, helping 
folks get together to do business.” 

Into the “Homeway Room”, as Art 
calls his inner office in the Weston 
building in Clinton, come prospective 
home builders, contractors and build. 
ers. “We first work out the design 
with the home buyer,” he explains. 
Then the home buyer gets from Hen- 
ningsen the factory list cost of the 
hore of his choice and a package 
price on all the installations and 
equipment that go into the house. 

“When the customer's require- 
ments are all set,” Henningsen says. 
“we bring in our people—carpenters, 
plumbers, electricians and so on 
who have had experience in the con- 
struction and completion of prefabs. 
We help them get together either on 
a price or an hourly basis. Sometimes 
it’s a flat labor charge per square 
foot.” After the Homeway Room ses- 
sion, Henningsen draws up the agree- 
ments, collects the payment, 
and takes supervision of the 
parties to the agreement. 


down 
over 


The home buyer is his own con- 
tractor on V. A. loans. The original 
inspection is eliminated and, as his 
own contractor, the veteran can pret 
an immediate maximum loan from 
the bank after appraisal inspection 
of the completed house. The veteran 
then turns over the mortgage money 
and it goes back into Henningsen’s 
“rotating housing fund” to finance 
another house, 

Do home buyers like this building 
arrangement? “Apparently they do,” 
Henninsen says. “One deal sells an- 
other, We always have a waiting list 
of prospects and most of our new 
jobs come from friends or business 
contacts of customers.” Typical of 


Realtor Finds 
Profit in Prefabs 


As an important supplement to his brokerage and insurance, 


this lowa Realtor has built over 100 prefabs in a town of 30,000 


sen sub-division in Clinton just a year ago 


Art Henningsen carts away his prize—a barbecue brazier—as Number 
One Volume Dealer for the State of lowa, and fifth high among all 
Homeway dealers at the annual GBH-Way Home sales meeting 


this word-of-mouth promotion are 
three identical three-bedroom houses 
that Henningsen is building for three 
employees of the local General klee- 
tric plant, 

Summer homes are another “second 
market” for repeat sales. Henningsen 
and his attractive wife commute by 
motor launch from what they believe 
is the first Homeway built on an is- 
land. And he has just completed a 
summer home for a local doctor. 

Even the builders who put up 
houses for Homeway purchasers find 
themselves imbued with the house 
fever. Two members of one construc- 
tion crew recently sold their first 
Homeways through Henningsen, and 
are now building larger three-bed- 
room ranch models. Carpenters like 
to make extra money by finishing up 
houses on their own time. They make 
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This new Homeway split-level is typical of those built in the Henning 
Others include both hip 
roof and gable-roof ranch styles for an attractive var.ety of design 


about the same profit as take-home 
wages, but they can have the homes 
put under roof by a crew in a day 
and then work as many 


they wish finishing them. 


hours as 


The housing problem is certainly 
not a new But there are new 
techniques of prefabrication to solve 
it. “Our prefab franchise fits our real 
estate and insurance business,” Art 
says, “and every one we build helps 
the Clinton community grow.” 


Henningsen is president of the 
Clinton Real Estate Board and presi- 
dent of the Multiple Listing Ex- 
change. He is also vice-president of 
the Realty For 
each of the past four years he has 


lowa Association. 


led all lowa dealers in sales of Home- 
houses for GBH-Way 
Inc., of Walnut, Illinois. 


way Homes, 
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Referrals -- Invisible 


Force in Real Estate 


philosopher once said, “It isn’t the monstrous 
sails but the invisible wind that drives the 
ship.” And so it is in the business world. The in- 
visible wind is the potent force of public opinion. 

In real estate, people every day are turning 
thumbs up or thumbs down on you and your way 
of doing business. Prospects are coming to you or 
going to your competitor in many cases simply on 
the basis of what they have heard through the local 
prapevine, 

There are certain people in your community 
who you would most like to have as boosters for 
your organization. They aren't prospects because 
you don't know positively where your next prospect 
is coming from. But they can be fifty times more 
important than a prospect simply because they can 
influence that potential buyer in your behalf. These 
key people are centers of influence, opinion-makers, 
those from whom others seek advice. As a Realtor, 
you need this background selling force working for 
you. 

To help do this job, a public relations service 
is being made available to one leading Realtor in 
each community. Called OWNERSHIP, this service 
keeps that Realtor and his way of doing business 
favorably before the key, influential persons of his 
community. It tells his story in a dignified, friendly, 
interesting way. It renders a service and commands 
the interest of those who receive it, at the same 


Realtor Bill Schmale is 38 years old and has 
spent the past 20 years selling real estate in 


Belleville, linois, with an interruption for 
World War Il when he served with the Ma 
nila, Philippines Real Estate Branch of the 
U.S. Army Engineers. Mr. Schmale is owner 
of Schmale Realty Company with two ofhces 
and eight salespeople in a city of 32.000, He 
originated four years ago the Radio Realtor 
program which attained national recognition 
for a first in Realtor advertising. He is a 
director and vice president of Greater Belle 
ville Savings & Loan Association, owner of 
Schmale Insurance Agency, a separate com 
pany, and past president of the Belleville 
Real Estate Board 


time impressing upon them the Realtor’s integrity, 
judgment, and business ideals. 

Realtors who have been awarded exclusive fran 
chises for OWNERSHIP are enthusiastic in their 
praise, for they find this program helps them mold 
favorable public opinion and word of mouth recom 
mendations, the most powerful force in business 


Typical of Realtors Who Praise OWNERSHIP Is Bill Schmale 


“We added OWNERSHIP to ovr sales aids two years ago and are well 
pleased with the results.” says Realtor Bill Schmale of Belleville, Hlinois 
“Althouch we use newspapers, radio, billboards, and other types of ad 
vertising media, we think that OWNERSHIP reaches a class of people 


important to our progress. 


“We feel this group will recommend our firm to their friends and we 
like this newsy magazine of real estate ideas as a means of keeping in 
touch with them and telling our story. 


“We are proud to have OWNERSHIP helping to sell us and our ser 


wie es.” 


{mong leading Realtors associated with OW NERSITMP are: J.J. Roberts & 

Cook Realty Co.. Sioux Falls. South Dakota; William Wilson Company, 
Pasadena, California; Myers Baker, Great Neck, Long Island; W. Gerould 
Clark, Ine. Englewood, New Jersey. T. H. Maenner Company, Omaha 
Nehraska: Fred Miles Company. Ine.. Springfield, Vissouri, and The 
Spring Company, Vinneapolis. 
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Exterior view of the luxurious 5,200 square foot 
home designed and built for National Homes 
president James KR. Price and his family 
Planned to preserve a grove of giant white 
oaks on the rolling one acre site, the house 
is T-shaped with one wing devoted to parents’ 
space, another to college aged children’s space 
and the third to common space 


Brick screens placed opposite window areas 
of parents’ wing afford privacy yet admit light 
and air to enhance the feeling of outdoor liv 
ing emphasized throughout the home. The east 
wing consists of entrance gallery, quest closet 
hall, sitting room, two dressing rooms, master 
bedroom and a compartmented interior bath 


A floor of Pennsylvania Bluestone laid in a random rectangular pattern 
provides a practical, attractive background for the island cooking and 
communication center. Frigidaire-equipped with pull-down 
burners, built-in wall ovens and streamlined cabinets, 
vides the very latest in beauty of design and cooking efficiency 


ANY HOUSE 
You Can 


Using the same basic prefab components, a 
leading manufacturer shows the full range of 
prefab versatility. At one extreme, a $7500 
house for the working man, at the other ex- 
treme, a $125,000 dream home. 


menor the lowest cost home to the luxury dream home, 
whatever price your pocketbook dictates, prefabri- 
cation now offers virtually unlimited choice. As the in- 
dustry advances, more and more manufacturers are com- 
ing out with low priced minimum houses for the budget- 
minded working man; at the same time, the upward 
limits of prefabrication are pushing into new frontiers. 

One manufacturer has chosen a dramatic way to 
demonstrate the virtually unlimited scope of modern pre- 
fabrication. On the same day, in conjunction with the 
celebration of the 100,000th National Home to come off 
the assembly lines, company officials opened to the public 
a $7,500 working man’s home and the $125,000 dream 
home of National Homes president James R. Price. Both 
are the offspring of factory assembly lines; both were 
built of identical mass produced components. 

This one day's promotion gives striking proof of the 
vast range of prefab possibilities. Now only the buyer's 
pocketbook dictates the minimum or the maximum price 
selon a prefabric ated home. Whether economy or luxury 
matters most, prefabrication can supply i 

The Delray 

The Delray, a nicely styled three bedroom home, 
offers brand name materials and an abundance of space 
for the growing family. The veteran with a salary of $64 
a week or the non-veteran earning $71 a week can afford 
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Afford to B 


to buy it. The Delray provides 926 square feet of space 
and is designed to sell for $7,500, plus lot 

A new 28 foot depth, four feet greater than the stand 
ard 24, makes possible a much better furniture arrange 
ment and gives added space throughout the home. In 
addition to the three b the Delray has an attrac- 
tive living and dining area and a big kitchen with enough 
space for a family of six to enjoy informal meals. 

Pre-finished walls and ceiling withstand the roughest 
wear from 


lrooms. 


while maintenance-free 
asbestos shingles eive added protection against fire. No 
1 kiln-dried West Coast lumber is used for 
strength. A Youngstown kitchen, an 
gallon water 


growing youngsters 
structural 
instantaneous 4) 
heater, weatherstripped General Bronze 
aluminum windows and screens and Fiberglass insulation 
are examples of the quality materials used in the Delray 

Mass production economies in the factory are coupled 
with labor economies on the site to bring this home to 
the working man at the lowest possible cost. The most 
completely prefabricated home ever produced by National 
Homes, the Delray can be built from foundation to finish 
ing in just four and a half work days. This is about one 
fourth the time normally required, To make possible this 
faster National Homes has increased 
the number of finishing operations done in the factory. 

The Price Home 

A rolling. heavily wooded site dominated by a grove 
of viant white oaks is the site of a new luxurv home de- 
signed for the James R. Price family of Lafayette, Indi 
ana. Family space requirements revolve around parents’ 
spac 2. children’s space and common space, eae h require 
ment thus having become a wing of the 7 shaped home 

Baffle walls and storage units divide the free flowing 
snaces of the common wing which consists of living room. 
dining room, family room, breakfast room and kitchen 


construction time, 
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A choice of seven exteriors, including two 
brick variations, is offered by National Homes 
the working man. The 
three bedroom Delray, priced at $7,500 plus 


lot, is 926 square feet in area and features a 


in its new home for 


Youngstown kitchen, asbestos shingles, Fiber 
gias insulation and a 40 gallon water heater 


Most completely prefabricated home ever pro 
duced by the company, the Delray feetures 
the new 28 foot depth for added space where 
the family needs it most. This attractive living 
room extends into a dining area and boasts 


pre-finished walls that resist the roughest wear 


Its west wall of floor to ceiling glass looks out 
own covered terrace and rolling farmland to the west and 
north. Located at the core of this is the kitchen 
Featuring a factory fabricated island cooking and com 
munication center, Frigidaire equipment, mirrored above 
the-counter walls 


over its 


wity 


Pennsylvania Bluestone floor 
the kitchen is one of the most attractive, as well as useful 
rooms of the hous 

The parents’ 


gallery 
hath 
been pola ed 


wing consists of entrance puest 
closet hall. sitting room, two dressing rooms 
bedroom. The bath, fully compartmented, ha 
at the of the wing. surrounded on four sides by the 
other Attached to the end of the 
area and two-car purave 
electronically operated from the car 


privat 


and 


core 


rooms parent wing 


are a storage 


(,urage doors are 


south consists of two 
living suites each with a bed-sitting room, dress 
ing room and compartmented bath, a guest room and 
bath and the laundry and utility 


wing on the 


Exterior and interior wall panels, ceiling and roof 
panels are the standard prefabricated panels of National 
Homes Wall components are factory fabricated and 
glazed. Thermopane window walls, Pennsylvania Blue 


stone floors in une irpeted areas, ceramic tile bathroome 
and interior wall finishes of walnut. birch, Chinese grass 
cloth, wall paper, brick and mirror demonstrate the limit 
less possibilitic of factory produced components whether 
for the luxury home or the low priced home 


From the $7.500 working man’s home to the $125.000 


luxury home. the range of today’s factory-built houses 
is indeed great. Individuality is denied neither and the 
economies of their factory heritage affect both 
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é 
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The Maybrook, three bedroom split-level, which sold out in just three and a half days at $16,990 


in Cameo Park, Stratford, Connecticut 


Its farm house styling appealed to traditional-minded 


New England buyers. This was Realtor Edward Stoll's first experience with prefab homes 


They Sold 
Like Hotcakes 


An enterprising New England Realtor in a town of 33,000 sold 
out his entire 55 house development in three and a half days. 
Such spectacular success surpassed even his own most opti- 
mistic hopes for his first venture in prefabricated houses. 


‘ws building business in Stratford, 
Connecticut's Shakespeare festi- 
val town, has been a mid-summer’s 
night dream for Edward Stoll. This 
Realtor sold 55 homes in three and 


Bonus feature of the Maybrook is this Youngs 
town Tappan built-in kitchen given a special 
boost by pre-sale gas company promotion. 


a half days despite hot weather, a 
buyers’ market and tight mortgage 
conditions. 

He gives four explanations for this 
success. First, the product was good. 
It is the “Maybrook”, American 
Houses’ three-bedroom split-level 
with one and a half baths, cathedral 
ceiling living room, dining area, 
built-in kitchen with eating area, rec- 
reation and laundry. Second, 
the price was right-—$16,990, Bonus 
features, such as wall-to-wall carpet- 
ing 


room 


consumer interest. 
And gas company Cooperation 


also. excited 
reached beyond regular advertising 
for prospective buyers. 

Never having used gas heating in 
this area, Stoll was finally persuaded 
to try it by the Bridgeport Gas Com 
pany. They sent out handsome broch 
ures and circulars, took radio time 
and to tell their 
story. People bought, convinced of 
the virtues of gas. 


newspaper spac 


Being his own broker also con 
tributes to Stoll’s kdward 
Stoll, the Realtor, never expects the 
impossible from Edward Stoll, the 


SUCCESS, 


builder. He controls as separate op- 
erations both Lee Realty, sales agent 
for the development, and his own 
building company. 

If a few extra feet are needed to 
deliver usable kitchen space, or a 
buyer asks for custom features, he 
can provide an on-the-site “yes” or 
Above all, no outside 
force could do as good a selling job 
as his own sales staff, familiar as it 
is with all the structural features of 
the homes. 

For this enterprise, Mr. Stoll gave 
himself three months to sell, with 
plans to up the introductory price to 
$17,990 after the first month. He 
broke his first advertisement on Sun- 
day morning. By Tuesday noon he 
was sold out. 

An advertisement in the next day’s 
paper was headlined: “We're sorry 
... “We're happy.” Giving thanks 
to the buyers, he apologized to those 
who never had a chance to buy. The 
response was epic. 

“Human nature being what it is, 
he says, “people seemed to want what 
was hard to get.” The model house 
was kept open, and people kept pour- 
ing in. Meanwhile, Edward Stoll 
built mailing lists, replaced disquali- 
fied buyers with new ones and pre- 
pared a waiting list for the next 
group of homes. 

Although he has been a Realtor 
and builder for 35 years, Stoll found 
this sell-out chalking up several 
“firsts” in his career. Among these 
was his entry into prefabrication. 

Although he had tried every kind 
of conventional building from garden 
apartments to one-family homes, this 
was his first experience with prefabs. 
He had introduced split-level houses 
to Fairfield, Connecticut in 1916 and 
was almost run out of town on a rail 
for upsetting the New England tra- 
dition of Cape Cods and salt boxes.” 

The new Maybrook is a compro- 
a typical Connecticut farm 
house exterior with a split-level in- 
terior. Now Edward Stoll will never 
vo back to conventional building. 


” 
sales 


” 


mise 


Apart from sales success, he likes 
prefabrication for three reasons, 
chief among them being 
work in building.” Prefab building 
also eliminates pilferage. In addition, 
it eliminates precision cut 
lumber is and frames 
match. “I can deliver a better buy 
to the consumer,” he 
the custom-fit of prefab houses as 
sures LOO% conservation of building 
materials,” 


“no guess- 


waste 
balance ed 


says. “because 


During the three months which he 
had set aside to sell houses, Edward 
Stoll will build them 
Then he will set out on a new quest 


for land. 


now instead. 


fis 
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Oliver Realty Co. 


Ottawa, Canada 


Root & Boyd, Ine. 


Waterbury, Connecticut 


Strom Realty Co. 
Springfield, Massachusetts 
G. Kimball Coleman 
Chatham, New J.rsey 
Bohlen-Synden 
Metuchen, New Jersey 
Walters & Samuels 
White Plains, New York 
Thomas C. Grimes 
Bedford Village, New York 


Eagan Real Estate, Ine. 
Syracuse, New York 


H. Victor Meyer 
Lewistown, Pennsylvania 
J. W. C. Morgan Agencies 
York, Pennsylvania 
Howard H. Higgins 

St. Johnsbury, Vermont 
Lane & Company 
Huntsville, Alabama 

A. G. Seott Agency 

Fort Collins, Colorado 
Brinkley Brothers 
Tallahassee, Florida 

John R. Sibley 

Daytona Beach, Florida 
Jack Justice 

Miami Beach, Florida 

R. A. Fossey 

South Miami, Florida 
West End Federal Savings & Loan 
Atlanta, Georgia 

Wheeler Nickell Co. 
Ashland, Kentucky 

E. A. Porter Realty Co. 
Monroe, Louisiana 

Henry A. Knott, Builder 
Baltimore, Maryland 
Johnny Jabour 
Vicksburg, Mississippi 
Parks Realty Company 
Statesville, North Carolina 
Bill Hylton, Ine. 

High Point, North Carolina 
Wm. A. James Realty 
Myrtle Beach, South Carolina 
Mercer & Company 
Nashville, Tennessee 

Ralph W. Stamps 
Texas City, Texas 

Duck's Real Estate 
Virginia Beach, Virginia 
Glenview Realty Co. 
Glenview, Hlinois 

Gilbert Mochel 

Downers Grove, Hiinois 

A. G. Elliott & Sons 
Royal Oak, Michigan 
Federer Realty Co. 
Richmond Heights, Missouri 
Howell-Viggers Corp. 
Akron, Ohio 

Title Insurance Company 
Boise, Idaho 

The Wilder Company 
Los Altos, California 

R. E. Anderson Co. 


Tacoma, Washington 


“PERFECT HOME 


fills a definite need in our program’’ 


says Realtor Melville L. Colborn of Fairmont, W. Va. 


“Our real estate and insur- 
ance agency is relatively new, 
and we are endeavoring to 
bring our name to the public 
and keep it there,” says Mr. 
Colborn. “PERFECT HOME 
is most effective and fills a def- 
inite need in our program. 

“Many readers have called 
asking for a certain copy, or 
for information concerning 
ideas in the magazine. Many 
have commented on the useful 
ideas they have found in PER- 
FECT HOME.” 

Mr. Colborn’s enthusiastic 
reception of PERFECT HOME 
is typical of comments from 
leading Realtors across the na- 
tion who sponsor this prestige- 
building publication. Its high 
quality carries the message of 
ethical dealing for the spon- 
soring group. 

For almost 30 years PER- 
FECT HOME has been serving 
such blue ribbon organizations 
as The Colborn Agency in 
building, selling and financing 
homes, An experienced, talent- 
ed staff of editors and artists 
collects and presents the best 
in home building, decorating 
and furnishing ideas, 

A limited number of annual- 
ly renewable franchises is 
available to firms of unim- 
peachable reputation. If you 
are interested in obtaining the 
exclusive franchise in your 
community, address your in- 
quiry to 
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Melville L. Colborn is the owner of 
rhe Colborn Agency of Fairmont, 
West Virginia. For two years Presi 
dent of the Fairmont Board of Real 
tors, Mr. Colborn is a graduate of 


the University of West Virginia. 
His firm handles mortgage loans, 
general insurance and contracting 
as well as its regular real estate 


activities, 


Stamats Publishing Company 


CEDAR RAPIDS, IOWA 
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—_— pioneering development of 
a uniform building code in 
New York State has been followed 
in other states with great interest 
for several years 

Recently the State Building 
Code Commission finished the 
writing and promulgation of the 
third section of its Code, covering 
general building construction, The 
Commission had previously pub 
lished a section applicable to one 
and two-family dwellings and an 
other covering multiple dwellings, 
so that a complete building code is 
now available to those commu 
nities in New York State by which 
it is used 


Getting 


niform 


uilding 
Codes 


By IRVIN KUPER 


New York State Building Code Commission 


New York State's pioneering application of a uniform building 


code provides built-in flexibility to cover technological advances. 


Its effects on building costs and property values are under close 


scrutiny by Realtors in other states. 


This Code represents the suc 
cessful culmination of the efforts 
over many years of forward-look 
ing legislators. building officials, 
Realtors, builders, and others with 
business interests 
in the building field, to promote 


professional or 


greater uniformity in codes and 
code enforcement 
For many years such individ 


uals and groups have emphasized 
the contribution to excessive build 
ing costs of antiquated or unneces 
sarily restrictive building codes 
Realtors and Realtor-builders have 
been esper ially 
the need for protection against un 
safe buildings and haphazard, dis 


concerned about 
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orderly community growth, which 
have often resulted in the past in 
higher insurance rates, higher rates 
of property depreciation, the 
spread of blight. and the deteriora 
tion of property values 


Local Codes a Hodge-Podge 

In 1946, the New York State 
Legislature created a Joint Legis 
lative Committee on Statewide 
Juilding Codes to study the prob 
lem. After three years of investiga 
tion, this Committee reported that 
existing local codes in the state 
were “a veritable hodge podge ~ 

“Uniformity of standards ts 
wholly lacking Viore than half 
of the codes now in force in the 


NATIONAL Rear Estate anp JourNat 


» 

~ 


Added Features For ‘57 
© Conventional Construction 
© 28, 26, and 24 ft. widths 
© Unlimited Floor Plans 
© Unlimited Elevations 


© Brand-name materials 


Dealer inquiries invited from: Indiana, Ohio, Illinois, Michigan, Wisconsin and Kentucky 


CENTURY Homes, Inc. 


“Serving Builders Since 1946” 


Ind. Highway 26, East —— Lafayette, Indiana Tel. 2-0171 
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State are more than twenty years 
old. Their age alone would not 
condemn their usefulness if they 
were sufficiently flexible to keep 
apace of developments in the 
building industry. Unfortunately, 
they are not flexible and amend 
ments can be made only by the 
process of local legislative action 

. By their inflexibility they pre 
vent the use of newly developed 
methods and materials which 
make construction cheaper without 
sacrifice of safety. By their insis 
tence upon construction standards 
higher than the minimum stand 
ards required for safety they im 
pose a cost burden which bears no 
reasonable relation to the degree 
of safety achieved.” 

Adopting a recommendation of 
the Legislative Committee, the 
1949 State Legislature then set up 
a Building Code Commission to 
write a code that would provide 
uniform standards for construc 
tion, and do thi “so far as prac ti 
cable, in terms of performance ob 
jectives, to make adequate per 
formance for the use intended the 
test of acceptability.” 

These requirements in the law 
creating the Code Commission 
have been especially interesting to 
groups in other states. Lack of uni 
formity in building regulations 
obviously contributes to higher 
building costs, because manufac 
turers must then meet the diver 
gent requirements of local build 
ing codes. A product acceptable in 
one municipality may be barred 
in another a few miles away 
Standardization is correspondingly 
difficult, which in turn results in 
higher costs for these produc ts 

Moreover, conventional “specifi 
cation type’ building codes set 
forth, within narrow limits, the 
materials and methods that must 
be used. Under these conditions, 
progress in the development of 
construction practices is often dis 
couraged, For even when new 
techniques that might better sat 
isfy the needs of a particular struc 
ture become available, they can 
not be used until the codes are 
amended to allow them, and this 
has usually been a slow and labo 
rious proc Css 


Why a “Performance-Type” Code? 


The state the other 
hand, is a performance type code 
Its provisions define the objectives 
to be attained in building without 
freezing into the 
methods or for 


code, on 


law specific 


means attaining 


them. Thus, when more effective 


or economical building products 
become available, they can be 
utilized without the necessity of 
costly and time-consuming code 
changes. 

To sum it up, the goal of the 
New York State Building Code 
Commission has been a single 
standard for the entire state, en 
abling manufacturers and builders 
to concentrate on fewer products 
of uniform quality and perform 
ance, and, in general, to apply 
more fully to the construction of 
buildings the practices so effective- 
ly appled in other standardized 
fields 


Effect on Prefabs 


How will this affect the building 
of prefabs in New York State? The 
state code established require 
ments relative to space, structure. 
fire safety, and equipment any 
building products or methods of 
assembly which satisfy those func 
tional requirements, whether they 
be labeled conventional! or prefab, 
are acceptable in the Communities 
which use the code. 

The New York State program is 
permissive: Each community de 
cides for itself whether to accept 
the Code’s applicability within its 
own boundaries. It need only 
adopt a simple resolution in order 
to gain for itself the advantages of 
the state code and the services of 
the Commission, Municipalities 
which take this action establish 
and collect their own permit fees, 
and local officials administer and 
enforce the state code in the same 
way as they would a purely local 
code; the state government receives 
no share of the fees. 


Acceptance in New York State 


To date, 200 communities 
25 cities, 69 towns, and 106 vil 
lages have taken this action, 
and new acceptances are being re 
ceived at the present rate of one 
a week. Almost half of all munici 
valities in New York State which 
nat any building regulations at 
all are using the state code, and 
the Code Commission confidently 
anticipates a steady increase of 
this proportion, 

The code situation in New York 
State was quite different several 
years ago when the Commission 
began its work, Late in 1950, a 
survey of local building codes re 
vealed that 329 communities, out 
of about 1500 in the had 
building codes or fragmentary 
regulations of some kind, but that 
most of these were not being kept 
up to date. Almost 100 were out 


state, 


November, 1956 


NATIONAI 


of print or otherwise unavailable 
in convenient form. Of 58 codes 
known to be more than 20 years 
old, only 14 had ever been revised. 

Today, of 200 communities 
using the state code, 109 had pre- 
viously had no building regula 
tions of any kind; 91 other munic 
ipalities adopting the state code 
had been operating under local 
regulations of one type or another. 
The changing situation is clearly 
in the direction of greater um 
formity and wider use of an up- 
to-date code 

Incidentally, one important ad 
vantage to these communities of 
the state’s program is that the 
Code is available to them without 
charge. Few communities can af 
ford the continuing technical. 
legal, and research services that 
are required in writing a modern 
building code and keeping it con 
stantly abreast of advances in 
building technology. Municipali 
ties using the state code save them 
selves thousands of dollars each 
year. At the same time, the prin 
ciple of “home rule” is preserved 
by local enforcement 


Reform in Other States 


How can Realtors and builders 
help their states to profit by New 
York's example? Obviously, the 
answer to a question of this kind 
will vary considerably according 
to specific needs and problems in 
the various states. Certainly, there 
are differences in all states which 
may call for some variation in 
building codes and in their ad 
ministration, 

But there are also larger identi 
cal developments in all parts of 
the country which emphasize the 
common urgency of building code 
reform. The “spillover” of urban 
population into suburban areas 
outside the big cities is a com 
mon problem, with similar conse 
quences everywhere. The construc 
tion of great new projects (like the 
St. Lawrence seaway and power 
developments in New York) often 
leads to major shifts of population 
and expansion of building activity 

Municipalities with up-to-date 
building codes based on the mod 
ern principles of uniformity and 
performance objectives which 
characterize New York State’s code 
will surely be better equipped to 
deal with such problems 

Realtors clearly have an im 
portant stake in the solution of 


these problems, for success and 
failure in this field are directly 
reflected in property taxes and 


values 


property 
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REALTORS -- LAND DEVELOPERS -- BUILDERS 


CONTINENTAL HOMES, INC. 
PRESENT... 


FOR MODERN LIVING 


NINE DIFFERENT MODELS 


™, 
Pictured are two of the nine SPRINGBROOK 34 if 
Series. Yes, nine beautiful variations. With 


proper planning a largo development can be 
built without a row-house appearance. Notice 
the Series ''B"... L-shaped design...an excellent 
advantage where lot frontage is at a premium. 


FULL 
BASEMENT 


NON 


BASEMENT 
= 


PROFIT — the Springbrooks can be purchased at package prices that are less than the cost of materials alone (based 
on fifteen representative areas). 

SUPERIOR QUALITY — the material in the Springbrook packages are of 
the finest quality obtainable. 

SELECTION — of all the package homes produced, you will find the Spring- 
brook Series to be one of the most versatile. In addition to the nine different 


models, including the L-shaped design, Springbrook offers in all models left or s 
4, 
/ 


right elevation, the choice of basement or slab, and optional exterior finishes 
varying from double course shingles to cedar bevel siding . . . or any of the a 


Springbrook Series can be delivered for brick veneer. CONTINEN TAY Ho 


1800 STATE LINE ROAD TOLEDO 12, OHIO . y, 
PHONE 265 TEMPERANCE, MICHIGAN 
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The prefab industry is growing up. Manufacturers now look 
more realistically at their basic problems with dealers, with 


the public, and with each other. Knowing these industry 
problems—and what prefabbers think should be done about 


them—will help you put your dealership on a sounder basis. 


( gt 11 years ago the prefabrication industry took its 

first experimental footsteps on a nationwide scale. 
Years before that time a few pioneering companies had 
led the way, but the industry as a whole was still young. 

It has come a long way since those early post-war 
years. Many obstacles have been admirably 
but many problems remain to be solved. Dealers. still 
have their problems with public acceptance and manu- 
facturers have their problems with dealers. 

To pinpoint these trouble areas, the JOURNAL has 
confronted manufacturers with three questions: What 
do your dealers tell you is their biggest problem? What 
is your biggest problem with dealers? What do you be- 
lieve is the industry's biggest weakness at the present 
time, and what can be done about it? 


overcome, 


Dealer Problems 

What do your dealers tell you are their biggest prob 
lems? Almost with one voice the answers to our survey 
shouted, “Financing Land acquisition!” Manufae- 
turers report the same basic problems across the nation, 
The emphasis may vary—-in one area finding land is the 
biggest problem, in another it is financing but you can 
be sure both problems exist. 

The trend on the part of buyers to desire higher 
priced homes only intensifies our difficulties, say these 
dealers. It makes it increasingly hard to qualify them with 
investors, As manufacturer “Customers” ap 
petites are too big for thei pocketbooks.” 

Equalling or surpassing the financing problem is the 
searcity of land. This is, of course, the same problem 


Says, 


“Financing is our dealers’ biggest problem. Custo- 
mers’ appetites are too big for their pocketbooks.” 
... H.C. Belmore, Ivon R. Ford, Inc. 


facing conventional builders, but prefab dealers must 
solve it too, Because most cities have littl or no devel 
oped land available, the dealer must find and develop it 
himself, This requires more time and capital investment 
in laying out streets, sewers and water lines. And once 
the land is developed it is often difficult to find adequate 
mortgage scources, 

Aside from lack of suflieient funds on the part of 
buyers, mortgage bottlenecks often occur as a result of 
slow local loan evaluation of prefabricated houses. As a 
step in the right direction toward solving this problem, 
Robert J. Lytle, president of Modern Homes Corporation, 
suggests the adoption of standard financing throughout 
the country, 

“What we in the prefabrication industry look forward 
to,” Lytle states, “is a future where Model X house made 
by a certain company will have a loan value, less land, 
of a definite figure, any place in the country. This figure 


would be standard for FHA and for VA and could be 
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influenced by a specific cost differential factor to allow 
for differences in site labor costs. 

“It would then be very simple for an insuring of 
lending agency to arrive at a valuation on a given listed 
model. The only point which would call for low al evalua 
tion would be the land. As it is, all over the United States 
standard models of prefabricated homes are constantly 
being figured and refigured for valuation by each and 
every one of the insuring and lending offices. The adop 
tion of standard loan values would expedite the work of 
these offices and greatly simplify the operation for the 
builder.” 

To make such a standard loan value practical, a 
standardized interpretation of construction requirements 
would first be necessary. “Under the present, somewhat 
autonomous system,” Mr. Lytle continues, 
is permitted to place its own interpretation on minimum 
property requirements. This often takes the form of one 
FHA office insisting on a larger sized interior door, for 
instance, than any other office.” 

If construction requirements throughout these ofhiees 
could be standardized, the lending agency could then use 
a basic cost figure for each prefab model, subject to a 
percentage factor to account for regional differences in 


“each ofhice 


construction costs, 


Manufacturer's Problems with Dealers 
Uppermost in manufacturers’ minds as a problem 
with dealers is the frequent failure to merchandise effec 
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tively. This is not to say all dealers possess this short 


coming. Indeed, many use excellent techniques and are 
the manufacturers’ best ally. 

But many dealers have failed to accept the idea that 
merchandising factory houses requires the same intel- 
ligent, aggressive sales promotion as selling automobiles 
and appliances. Qualified personnel equipped to utilize 
aggressive marketing techniques should be hired, say 
these manufacturers, and given the dealer's full backing 

One of the most valuable merchandising techniques, 
the open house, should be utilized to fullest advantage. 
Manufacturers are quick to point out that a well-fur 
nished, well landscaped model house will display sales 
features more effectively than countless words of praise. 


Look at 


Problems 


By MARIAN VON LACKUM 


Editorial Assistant 


What about continuity? “Do you have a vear round 
ask their Too often 
builders acquire 0 lots. spend the better part of a year 


program?” manufacturers dealers. 
developing them, getting approvals, arranging financing 


building and selling the homes, and then are forced to 
more land and financing 
Is acquired, Keep a constant backlog of available land, 
mortgages and interested buyers and you will satisfy the 
manufacturers’ appeal for continuity 


allied with 


shut down for six months while 


Closely continuity is the need for good 


“A dealer must know that timing is all important in 
the success of a development.” 
... E. A. Sloan, Harnischfeger Homes, Inc. 


timing. Some dealers fail to give enough lead time on 
houses they have sold. There is a definite necessity for 
planning ahead both in land development and scheduling 
deliveries. Hand-to-mouth operations are expensive at 
best and are bound to lose sales. 


More Services 
Singled out for special mention as a problem faced by 
manufacturers is the demand by 
more One company objects that many 
changes are requested in plans and reflects that it is 
dificult to get dealers to sell stock plans. Others are kept 


dealers for more and 


services, too 
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“Real estate men can best help builder-dealers 
build and sell more houses by proper merchan- 
dising techniques. Every builder must realize he is 
primarily a merchandiser and no longer simply a 
carpenter or tradesman.” 

... Edward C. Birkner, Scholz Homes, Inc. 


busy answering questions, helping fill out VA and FHA 
forms, aiding in the recommendation ol merchandising 
techniques. Certain dealers look to the manufacturer for 
help in land procurement and many request training for 
erection crews 

Some of these services, while an added responsibility 
Where 
they tend to promote the acceptance and sale of factory 
built efheient erection, 
are inclined to accept them. It is better 
train an erection crew than to permit careless construc 


tion that will reflect badly on the 


for the manufacturer, are recognized as desirable 


homes, or insure manulacturers 


for example to 


manufacturer 

Miscellaneous other proble ms cited by those who re 
sponded to the survey revealed difhiculty in getting dealers 
lo build and sell in volume Sore ce ale Ts do not recognize 
the overhead savings that can be achieved in dealing with 
prefabricated houses, especially in volume sales 

It was also pointed out that Realtors should qualify 
Are they really prospects or ¢ 


prospects; just curious 


Some dealers fail to coordinate sales with financing 


Others have difheulty seeing which house, in which price 
bracket. is most suitable for their particular markel 


These, 


then, are proble ms manufacturer face with 


What are the 


hold up a mirror to their own industry and examine its 


dealers results when manufacturers 


primat y we aknesse 


Industry Weaknesses 


recurring theme in the industry's self-analysis is 


the damage done by the early post-war prefabs. The box 


like of the 
conception that prefab 


lack of variety 


This first impression ha 


structun 1910's created an early public mis 


somehow stood for low quality 


materials and poor engineering 

been dificult to correct, with 
the result that a constant sales 
offset it 


lo remove 


job has been necessary to 
Present quality and fine design are doing most 
this sugvest the 
“prefabrication” is the biggest detriment to 
the industry because of its association in the public mind 
with If another could be 
nane of the 
the 
ol an bee vinininy would di afr 
A further lack 
of a uniform offering under the name of prefabrication 
load of 


almost completely prefabricated house. A 


stigma. Some manufactures 


very name 


the early experiments name 


adopted. it is contended, a more suggestive 


well designed, high quality package now ivailable 


weakness of the present name is the 


Some companies send out a lumber, others an 


distinction in 
nomenclature between the true prefab and homes that 
are “pre-cut” would go far to clear up confusion 

A second industry weakness spotlighted in the 
The 


its leaders admit, in allowing builders without sufhecient 


The 


indis 


criminate choice of dealers industry has been lax 
capital, experience or organization to erect houses 
results have been poor sub-divisions with slow sales 
the 
public acceptance of prefabrication For better or worse, 


feputable dealers are of utmost importance te 


the dealer's name is associated with the prefabs he sells, 
and vice versa. This can be a positive association if man 


ufacturers screen their dealers as carefully as dealers 


screen manufacturers 


R. 


Grigsby of Heritage Homes defines the real 
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estate firm with the greatest potential for the prefabricat- methods structurally, yet are not covered because new 


or as one which is well established in the city. “They are materials and processes have not been incorporated in 
active in listing and selling houses for individuals, build- local building codes. Homes are sometimes kept short 
ers and project builders. They have qualified mortgage of complete prefabrication by union and code restrictions. 
brokers placing permanent financing and arranging lo- despite the industry's technical ability to produce truly 
cally for construction financing. They handle various complete house packages. 
types of insurance. They buy, subdivide, improve and Wiring and plumbing particularly are being held 
sell building lots to builders. The ‘y operate a construction — back by these restrictions. Pre-wiring and pre-plumbing, 
firm, often under another name, which builds homes, 
either on individual lots or on a project basis.” 

Such a real estate firm would be an asset to the man “Intra-industry cooperation and _ coordination, 
ufacturer and could be expected to arrange expert mer- mostly through PHMI, has already done a good 


chandising, financing and site planning. 


deal to bring order to the basic probiems of market- 
Prefab Versatility ing, gaining popular acceptance, and technologi- 
How many consumers complain, “I don’t want a pre- cal improvements.” 


fab—-they all look alike.” This popular belief is another 
weakness of the prefabrication industry. Manufacturers 
themselves are overcoming this problem in producing 
an ever-increasing variety of floor plans, roof choices, 
exterior treatments and dimensions. If in reality, then, 
lack of variety is no longer a justifiable complaint, it is 
up to manufacturers and their dealers to launch a con- 
certed campaign to educate the public. Press, radio, TV 
and national magazines should all be utilized to inform 
the public of the growing versatility in factory-built 
homes. This could tie in most effectively with advertising 
telling of high prefab quality and expert design. 

Like dealers, manufacturers cite the lack of land and 
interim financing for dealers as big problems of the in- 
dustry. As a solution some are willing to furnish more 
help in land procurement. Others are making special 
efforts to hold down the costs of their homes for greater 


. John C. Pollock, American Houses, Inc. 


requiring only service connections on the site, are tech- 
nically possible but run afoul of local inspection groups 
and union rulings. 

A case in point was the Ingersoll Utility Core. This 
was a completely prefabricated plumbing core produced 
shortly after the war. It was designed to be slipped into 
a house through a large hole left in the wall for that 
purpose, It contained all kitchen and bathroom fixtures, 
as well as the water heater, and needed only to be hooked 
up with water supply lines, a power source and drainage. 
But when installed in various areas, the so-called “stand- 
ard unit” needed over 7000 variations to pass plumbing 
and electrical codes throughout the United States! 

The solution to such an obstacle may rest in a national 
code which municipalities could adopt by reference. The 
present situation in which each community can specify 
size of fitting and piping arrangements precludes efficient, 
complete prefabrication, on a national basis. 


“Prefabricated housing manufacturers have cer- 
tainly had their problems in trying to maintain a 


set of standards to qualify a builder-dealer.” The industry is looking more realistically at its own 
BF Grigsby, Heritage Homes weaknesses. Some of these, once re ognized, can be cor- 


rected without great difheulty. Others will take years of 
intensive work and cooperation to surmount. Opinion of 


ease of financing. Still others have acceptance corpora- manufacturers from coast to coast suggests one immediate 
tions or use their contacts to locate local mortgage course of action to help overcome public hesitation: In 


sources. dustry leaders and their dealers should present the story 


Outmoded building codes contribute materially to of prefabrication in such enthusiastic and aggressive 
another industry weakness. Technical advances have — terms the public will come to accept it as whole-heartedly 
made possible new designs that will outperform old as they now accept ready-made clothing, cars and shoes. 


GUARANTEED MORTGAGE MONEY 
o 2% ~— 30 YEARS — AT 96 CONSTRUCTION ADVANCES INDIANA AND OHIO 


Priced out of your market? Profit margin shrinking? Volume declining? Hard to qualify your purchasers? 


TIME TO CONTACT THE ONLY MANUFACTURER THAT SPECIALIZES EXCLUSIVELY IN ; 
ns TRULY LOW COST, COMPLETELY PREFABRICATED, AND FULLY FINANCED HOMES Py 


Attach this ad to your Horees 
letterhead and mail to — OV OF GENERAL 


4 
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THE COURTWOOD 


Impressive front courtyard 


Unusual features in an all-new 
floor plan 
Huge activities-dining area 


George Nelson, design 
consultant 


FOR 1957 


...an imposing center-court model...a superlative version of the tri-level 


...each with four bedrooms, two baths. 


Get all the facts today on the complete line of 
Pease Homes for 1957! Write for free just-ofl-the-press 
BOOK OF PEASE HOMES FOR 1957 
... handsome 72-page presentation of all Pease Homes, 
with four-color photos, plus floor plans, 


hundreds of optional variations, prices, ete. 


PEASE HOMES 


931 Forest Ave., Hamilton, Ohio 


THE TRIWOOD 


Enormous expanses of glass 
Balcony corridor 

Unique open stairway 
Exposed beams, 


wonderful effect 


Visit our Booth No. 241 at the NAHB Convention, Conrad Hilton Hotel, Chicago, Jan, 20-24 
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CLASSIFIED | 
SECTION 


REAL ESTATE 


MADE 
ORDER 
ano 


IN STOCK 


@ full tine of ready 
mode signs for the 
MEAL ESTATE AGENT 


Send fer Price Lint 


RICHMOND SIGN COMPANY 


OF ENAMEL PRINTERS INCORPORATIO 
222 SOUTH FIFTH STREET 
RICHMOND 19, VIRGINIA 


25 Estate Hemlock $15 


Canadian Hemlock, Hardy 

Northern Grown, 18 to 24 

inches tall. Special this month 

25 for $15 100 for $50 
or 500 for $200 


The shipment at any later date 


WM. ROBERT McGUIRE 
P. O. Box 1024 
ELIZABETHTON, TENNESSEE 


AAA-1 rated tenant will lease 25,000 to 60,000 
ay. ft. bulldin situated on 6 acres and up for 
expansion and parking or will sign long term 
lense on new one story building if you have 5 
acres and up in any city with not les than 
100,000 population east of Mississippl River 


Hrokersa coop ration invited 
Mitchell Realty Co., 276- 5th Ave., 


Baked Enamel on Durable Steel 


Write for FREE SAMPLE, Illustrated 
Literature and Prices 


LANCELOT STUDIOS 


100 SEVENTH ST., PITTSBURGH 22, PA. 


__ Training 


FUTURE REAL ESTATE 
Brokers, Appraisers, Managers 


Investigate our Home Study and Residential 
courses in Real Estate, Includes all phases of 
the business. Send for big FREE CATALOG 
today. No obligation. Approved for World 
War Il and Korean Veterans 


WEAVER SCHOOL OF REAL ESTATE 


(Est. 1936) 
2020N Grand Avenve Kansas City, Me. 


Looking for new sources of income? 


Check the National Real Estate Market 
place section on pages 59-61. If you 
have potential buyers, contact Market 
place advertisers for quick action. 


Among Durselves 


Your advertising is successful 
when it attracts interest, holds 
attention and influences a per- 
son to buy from you. Ads should 
have “you” appeal, and call for 
immediate action. Here’s a sam- 
ple with the above qualities: 
“There's a better future for your 
family if you build now at ' 
the seaside resort city on five 
miles of unspoiled beach. 
offers you and your family far 
more than sun-filled days in an 
invigorating and majestically 
beautiful setting. affords 
you an entirely new way of life, 
a haven of congenial association, 
a friendly environment you want 
for your youngsters. You can 
build at with complete 
peace of mind. Discover now how 
much brighter and happier your 
family’s future will be if you 
build at . For full details 
and a colorful brochure, phone, 
write or visit . .*”’ This ad ran 
eight times in Washington pa- 
pers and brought over 500 in- 


quiries despite the fact that the 
lots were selling from $2,500 to 
$10,000, 


Veteran Realtor Harvey R. 
Barnard of Green Bay, Wiscon- 
sin, distinguished himself as a 
dynamic salesman recently, 
though in a field apart from real 
estate. Barnard staged a benefit 
dinner to obtain funds needed for 
furnishing the city’s new St. Vin- 
cent’s hospital. The original plan 
was to sell 500 tickets at $5 each. 
But Barnard sized up the new 
hospital and realized receipts 
would be small in comparison to 
the need. So he voluntarily multi- 
plied the initial price by five and 
proceeded to sell 515 tickets at 
$25 each for a $12,825 total, 


Hotpoint predicts in their re- 
cent annual 10-year industry 
forecast the major appliance in- 


florida 


MEMBER 


FREE 


To Realtors and Builders 


If you want to build better Florida homes 
- at lower costs - write to us! 


INCORPORATED 


Dept. C - 710 Forty-third St. 
South St. Petersburg, Florida 


FIRST IN FLORIDA 


Florida Builders Inc. SELL MORE PRE 
FAB HOMES IN FLORIDA than ALL 
OTHER prefabric ators combined! 


MEMBER 


BIG 76-PAGE CATALOG & 
“Portfolio of Florida Homes” 


More Dealer-Builder Franchises now available in Florida! 
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dustry will add more than 170 
million appliances to the market- 
place in the next decade. Sales 
for this period are expected to 
hit the following proportions: 36 
million automatic washers; 19 
million automatic dryers; 1,281,- 
000 combination washer-dryers ; 
16 million free standing ranges; 
6 million custom ranges; 11 mil- 
lion dishwashers; 11 million food 
waste disposers; 13 million wa- 
ter heaters; 51 million refrigera- 
tors; 28 million air conditioners; 
1 million food freezers and 11 
million TV sets, 8 million of 
which will be color receivers. 


A prefab dealer we’ve heard 
about climaxes the sale of one of 
his homes by welcoming the lady 
of the household with a bouquet 
of flowers on the day she moves 
in. To offset the unavoidable and 
unpredictable crises encountered 
on moving day, and to assure a 
feeling of warmth for the new 
home (which often leads to fu- 
ture sales to friends and rela- 
tives) this master psychologist 
sends a bouquet of flowers which 
arrive a few hours after the 
moving van departs. 


Resignation of Harry H. Stei- 
dle as manager of Prefabricated 
Home Manufacturers’ Institute 
was announced recently by 
George E. Price, PHMI presi- 
dent. Steidle resigned after 13 
years as the Institute’s chief ex- 
ecutive officer to conserve his 
health. He has been succeeded 
by Conrad “Pat” Harness, form- 
erly vice president of the Hous- 
ton Home Builders Association. 


A national survey shows the 
sale of used homes is almost 35 
per cent ahead of last year. The 
survey also reveals that two ex- 
isting houses are sold for every 
new home put on the market 
each year. Many buyers current- 
ly prefer used homes because of 
their practical investment and 
modernization possibilities. 


Lightning protection is becom- 
ing a basic need for homes as the 
residential push from coast to 
coast is into country areas. Thir- 
ty-seven per cent of all farm 
fires are started by lightning and 
in many areas the majority of 
forest fires begin this way. And 
when trees and granaries are re- 
placed by houses, these homes 
become targets. 
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HOMES ARE 


/ FOR DECORATING 


after delivery! 


THAT’S RIGHT—BECAUSE 
@ FORD LAYS THE FINISH FLOORING 
@ FORD APPLIES THE DRYWALL 
@ FORD DOES THE WIRING 
@ FORD APPLIES THE TRIM 


Other models available in 


MODERN CAPE COD 


RANCH 
SPLIT LEVEL 


For full details, write on your 
own letterhead to Dept. NBJ 


#008 torte 


FAcTORY-BUILT HOMES 


Manufactured by R. Ford, Ine, McDonough, New York 


November, 1956 


te: 


PROPERTY AND FOR SALE SIGNS 
LOOK BETTER + LAST LONGER 


f Let us show you how the FINEST can be hed for LESS | 


A complete stock of REALTOR’S & BUILDER'S STOCK ITEMS on hond 
SOLID STEEL, ANCHORED, ANGLED, SIGN STAKES 


FREE DESCRIPTIVE FULL COLOR 
LITERATURE AND PRICES SENT 
AT ONCE. 


~) 


MOORLEE DISPLAY ADVERTISING 


WH, 20687. 


1215 


AN IMPROVED 
Key Lock 


@ Large Key Chamber 

© Can be fastened almost 
any place 

@ Advanced and so simple 
in design 


The Better Way 


Let ONE SUPRA KEY give access 
to all your properties at any time 
without delay to customer or 
salesman. Write today for details. 


SUPRA SUPPLY 


1057 Schurman Dr. Salem, Ore. 


PRODUCT PROGRESS 


--.- 4 


(Continued from page 11) 


“Quiet, Please” 


Contemporary open plan- 


ning makes home sound con- 
ditioning an increasingly im- 
portant subject. The use of 
acoustical material, both in 
new homes and renovation 
projects, is described in a 
new film available 
a loan basis from the Arm- 
strong Cork Company. En- 
titled 
mm. color film runs 14 min- 
utes, and is available to build- 
ers, dealers, 


free on 


“Quiet, Please,” the 16 


architects, and 


consumer froups. 


For Uniform Heat Distribution 1-2 


Belt-driven as well as direct-drive 


blowers will be 


available in a re-styled and improved line of the Coleman 


Company’s horizontal gas - 
fired furnaces for 1957. The 
unit itself may be installed 
in the attic, in crawl space, 
in an attached garage, or 
suspended from the ceiling 
of the utility room, recrea- 
tion room, or basement. The 
furnaces are designed for 


maximum flexibility of installation and service. 


Kitchen Cabinet-Matched Paints 1-13 


Six of the nation’s largest paint companies are cooper- 
ating with Youngstown Kitchens in making available 
ready-mixed paints or mixing formulas that exactly match 


Youngstown’s cabinet colors. 


Dawn Yellow, Meridian 


Blue, Sunset Copper and‘Star White are now available 
nationally from distributers for Benjamin-Moore, Du- 


Pont, Glidden, 
Williams paint companies. 


Martin-Senour, Pittsburgh and Sherwin- 


Cedar “Storage Wall” Closet M4 


For out-of-season wool- 
ens, furs and hats the Pre- 
cision Parts Corporation has 
just released the Precision 
Cedar Closet, engineered to 
be nearly air-tight to protect 
garments from dust and 
moths. Designed for use as 
a four-foot modular unit 
with all eight-foot ceilings, 
the closet may be used by 
itself or in groups to make 
up storage walls. Sturdy con- 
struction is reinforced by a 
11% inch aluminum angel. 


To receive further information about any of the 
items reviewed, without cost or obligation, use the 
handy inquiry form on page 8. 


November, 1956 - 


NATIONAL REAL EsSTaTE AND JouRNAL 


Ss 

Va 
“ig 

¥ 

TOO SMALL 

| 

lal 

| | 
— 


THE JOURNAL REPORTS 


(Continued from page 6) 


from 1956 Survey of Consumer Finances and are 
based on 3,014 interviews in 2,672 dwellings in 12 
metropolitan areas and 54 additional sampling areas. 
More than 30% of homes purchased in 1955 cost 
$12,500 or more, and about the same proportion cost 
less than $7,500. The median was about $10,000. 
Spending units headed by persons 25 to 34 years of 
purchased houses most frequently and those 
headed by persons 45 or over least frequently. Al- 
most half the non-farm homes are debt free, 30% 


age 


owed $7,500 and the same percentage owed less than 
$3,000. 


‘ACTIVE’S 


DAY-GLOW 


7 @ THEY TELL 


THEY SELL 
——@ THEY'RE COMPLETE 


Current housing market resembles the curront automo- 
bile market, says Norman Strunk, executive vice 
president of the United States Savings and Loan 
League. In both cases sales in 1955 were consider- 
ably higher than forecast on basis of actual popula- 
tion and growth. In both, sales were 
souped up with an unsustainable volume of credit 
and in both, 1956 models were higher-priced with 
little added allure. As a result, sales of the used prod- 
uct held up better in 1956 than those of the new. 
Strunk predicts a better home building industry in 
1957 because mortgage money supply will improve, 
business and industry demands for funds will be less 
insistent and any surplus of houses on the market 
should be worked off within the next few months. 


economic 


Norman P. Mason, FHA commissioner, declared recently 
that an increase in the present 44.% FHA interest 
rate would not be a practical move unless a similar 
increase could be made in the VA rate and this could 
come only through Congress. There has been no as- 
surance from anyone, he added, that an increase in 
the interest rate would cause any more cash to be 
in circulation or provide more cash for home mort- 
gage loans. 


Though sales and new construction have fallen off na- 
tionally, Clarence M. Turley, NAREB president, feels 
that 1956 will be recorded as a better than average 
vear so far as the real estate business is concerned 
The Realtors’ executive cited the mobility of Ameri 
can families as the factor sustaining the strong de 
mand for housing. 


STATEMENT OF OWNERSHIP 
STATEMENT REQUIRED BY THE ACT OF AUGUST 24, 1912, AS 
AMENDED BY THE ACTS OF MARCH 3, 1933, AND JULY 2, 1946 
(Title 39, Unit-d States Code. Section 233) “HOWING OWNERSHIP 
MANAGEMENT, AND CIRCULATION OF NATIONAL REAL 


ESTATE and BUILDING JOURNAL published monthly at Cedar 
Rapids, lowa, for October 1, 1956 


1. The names and addresses of the publisher, editor, managing editor, 
and business managers are: Publisher, Herbert S. Stamats, Cedar 
Rapids, lowa; Editor, Harry B. (Bob) Fawcett, Cedar Rapids, lowa 
Managing Editor, Robert L. Payton. Cedar Rapids, lowa; Business 
Manager, Donald W. Hansen, Cedar Rapids, lowa 

2. The owner is: Stamats Publishing Company; Herbert 8S. Stamats; 
Isabel R. Stamats; Guaranty Bank & Trust Co., Trustee for Sally 
Stamats Hedges; Guaranty Bank & Trust Co., Trustee for Peter O 
Stamats; Guaranty Bank & Trust Co. Trustee for Thomas Dixon 
Hedges; Guaranty Bank & Trust Co., Trustee for Sarah Jane Hedves 
Guaranty Bank & Trust Co., Trustee for Nancy Gabriel Hedges ; Delbert 

Ashby, all of Cedar Rapids, lowa 

3. The known bondholders, mortgagees, and other security holders 
owning or holding 1 percent or more of total amount of bonds, mort- 
gages, or other securities are: (If there are none, s© state.) None 

4. Paragraphs 2 and 3 include, in cases where the stockholder or 
security holder appears upon the books of the company as trustee or 
in any other fiduciary relation, the name of the person or corporation 
for whom such trustee is acting; also the statements in the two para- 
graphs show the affiant’s full knowledge and belief as to the cireum- 
stances and conditions under which stockholders and security holders 
who do not appear upon the books of the company as trustees, hold 
stock and securities in a capacity other than that of a bona fide owner 


HERBERT 8. STAMATS, President 
Sworn to and subscribed before me thi« 2#th day of September, 1956 
(SEAL) D. 8. LUPTON 
(My commission expires July 4, 1957.) 
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REALTOR 


DELIVERY 2 WEEKS 
FACTORY TO YOU 


CHECK OUR 
LOW PRICE LIST 


PH. HOLLYCOURT 0800 


~~ @ NEW SMART DESIGNS 


MASONITE OR 30 GAUGE METAL 
COMES COMPLETE WITH NUTS 
& BOLTS. RIGID %4 ANGLE 
STAKES 42 IN. HIGH. FINISHED 
IN BLACK. PRINTED 2 SIDES. 


DAY-GLOW SIGNS 


PLAIN SIGNS 


10 SIGNS (2 SIDES). ..$ 75.50 


10 SIGNS (2 SIDES). ..$ 62.50 


15 SIGNS (2 SIDES)... 106.50 


15 SIGNS (2 SIDES)... 87.50 


25 SIGNS (2 SIDES)... 


137.50 


25 SIGNS (2 SIDES)... 112.50 


SEND $5.00 FOR SKETCH. THIS 


APPLIES TO YOUR ORDER. 
“WE SIGN THE NATION” 


ACTIVE DISPLAY ADV. 
1702 W. 19th ST., CHICAGO 8, ILL. 


18° 24° STANDARD SIZE ON 


FILE 
ENVELOPES 


FOR REALTORS 


@ Nothing omitted 


NEW POLICY 


WE PAY POSTAGE 
ANYWHERE IN U.S.A 


You risk nothing — 
money beck if 
not satisfied. 


a 
Just send $10.00 
and STATE SIZE 


A place for everything — everything in place with 


‘Deal Saver’ 
ea aver 


For Lege! Files 
10 «x 15 
Sr. Sine 
ote Size For Letter Files 
ots of 
100 ot 9x12 
dr. Sine 


@ Progress of deal instantly visible 
@ No hunting for mislaid papers 
— nothing neglected 


@ Printed check list covers every item 
“USED BY REALTORS IN 48 STATES AND CANADA” 


| LINCOLN PRESS, 407 E. 4th St., Royal Oak, Mich. I 
| Gentlemen | 
| Enclosed is my check for $10.00 | 
Rush 100 “Deal Severs’ sre 
| Add 3% sales tax in Michigan i 
| | 
| NAME. | 
‘ | 
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Homes will erect 
Qo At a Guaranteed Price 
of °7,500 


construction and low down 


permanent financing as welll a land development 
assistance to responsible builders. Call or rs . 


Scholz Homes Inc. 
N. Westwood + Tolede 7, Ohio 


i 


65,000 Realtors and Investors Cooperating 
To Sell and Buy Your Important Properties 


National Real Estate Marketplace 


to Help You: 


For as little as $35, you can advertis« 
‘ any property to more than 65,000 
Sell More, Realtors, property owners industrial 
organizations, chain stores, insurance 

companies and other investors 
Here's how the new National Real 
Lease More, bestate Marketplace work Send us 
the information (and picture de 
sired) on any property for sale, lease 
or exchange to out-of-town clients 
You must be willing to pay commis 

Exchange More sion to cooperating brokers 

Your advertisement will be fea 
tured the National Real kstate 
Marketplace ol the Jor KNAI and al 


no extra cost it will be featured in 
MARKETPLACE RATE SCHEDULE the Quarterly Marketplace Bulletin 

One Three Six quarter, the Marketplace Bulle 
Size lin inches) Time Times Times fin, luding all che riisement 
3%." wide x 1'/4” high $35 $30 $25 listings appearing during that quarter 
3°." wide x 2'/s” high $45 $40 $35 in the Jounnat, will be mailed to 
3%," wide x 3” high $55 $50 $45 every Realtor in the United States 
3°." wide x 37/s” high $65 $60 $55 more than 58.000 plus the leading 
3%." wide x 4%” high $75 $70 $45 industrial organizations, chain store 
35/4," wide x 5°/s” high $85 $80 $75 organizations, insurance Companies, 

and other real estate investors 


MEMPHIS, TENNESSEE A Top Flight 


RIVER and RAIL PLANT SITES 


Capital Gain Investment! 


WITH A 50 MILLION DOLLAR STILL WATER HARBOR 


We have a number of excellent acreage listings in the Palm 


e Center of the Mid-South Beach County area near the ite of the $42,000,000 Pratt & 

@ Convenient to Serve Seven States With More Than Whitney plam. This area is destined to become one of the 
largest industrial developments in America, Prices start at 

a Two Billion Dollar Commodity Consumption $500 per acre, with terms. We consider this an excellent of 
portunity for the investor weking ‘ ipital gain investment 


@ 3 to 50 Acre Sites With All City Utilities and 
We ilse have large and small parcel of choice ocean 


RR. Tracks at Low Reasonable Prices frontage from Ft. Lauderdale to Daytona Beach 
@ Sale-Lease-Build to Suit Broker Cooperation 
@ Broker Fully Protected Write or phone 


E. O. BAILEY & CO. INC. REALTORS Robert J. Rainier, Realto 


INDUSTRIAL SPECIALISTS 
128 Menroe Ave Memphis, Tenn lL. D. Phone JACKSON 5.148) 


1239 EF. Las Olas Blvd Phone JAckson 2-2806 
Ft. Lauderdale, Florida 
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MORTUARY 


Modern brick building (built in 1939), functionally designed 
to take care of complete mortuary services; with chapel, 
family, display, morgue, storage and office rooms, garage 
space for 6 cars. Very nice living quarters on second floor, 
with 3 bedrooms, living room, dining room, kitchen and 
laundry. Beautiful walls and woodwork throughout, com- 
pletely insulated and weatherstripped. Venetian blinds, Lo 
cated in county seat of county with 23,000 population. Finest 
location in town and only one other mortuary for competi 
tion, Priced at $40,000 and cannot be replaced for twice that 
figure, Excellent opportunity for mortician or clinic. Brokers 
fully protected on this exclusive listing. 


CUCKLER REALTY 
Box 229 POMEROY, OHIO Phone 108-Y 


BIRMINGHAM, ALABAMA 


Place Your Warehouse or 


Manufacturing Plant Here 


@ 11.5 acres on Seaboard R.R, for $18,750. 


@ 12 acres approxi, served by Southern and Seaboard, 
close in, for $66,000, 


@ 12 acres on Southern R.R. for $18,000. 


@ 49.175 acres on Frisco R.R., industrial water close in, 
for $44,000, 


@ 35 acres Pinson Valley, LAN R.R., industrial water, 
for $1,500 per acre. 


Robert Jemison, Jr., SAR. 
JEMISON REALTY COMPANY, INC. 
REALTORS 


Established 1903 
2105 Third Ave., N. 


Birmingham 3, Alabama 


2340 ACRES 


ON OUTSKIRTS OF HISTORICAL 


ST. AUGUSTINE, FLORIDA 


Ideally located for industrial or residential development. 314 
miles fronts on Fla. East Coast R.R., | mile fronts on Palatka 
Hwy. High and dry, average 25 foot elevation, some areas 39 
foot. Outstanding buy at only $300 per acre. 


Write or call 


K. S. TONEY 
Ft. Lauderdale, Fla. 
Phone LOgan 4-2477 


724 N.W. 23 St 


STORE FOR RENT 


Downtown Omaha 


Available November 1, 1956; 1,246 sq. ft. main floor, 1,734 
sq. ft. basement. Heart of heavy pedestrian traffic area, Chain 
store location, 

Mr, C. Perenson 


BYRON REED COMPANY, INC. 


1613 Farnam Street Omaha, Nebraska 


In the Fabulous Florida Keys! 


MARATHON 
HOTEL, MOTEL and DOCKS 


at Marathon, Florida 


Present improvements include 31 cottages, 4 apartments, 
Drive-In Restaurant, Cocktail Lounge, Roof Garden Dining 
Room, 50-berth Marina, 1400’ fishing pier, 50 x 100 modern 
swimming pool, Lighthouse, Office and 63’, 50-passenger 
fishing boat, “Marathon Lady.” 


Price: $850,000 
Terms: $250,000 cash. Balance 20-year 
PM mortgage @ 5%. 
Brochures on request. 


J USTICE 


9515 Harding Ave UN 67646 
Miami Beach, Florida 
“Justice for Buyer and Seller” 


PLANT SITES 


3 Acres to 150 Acres 


Lease - Lease Back - Sale 
Build to Suit 


CARTERET 


Industrial Center 
Middlesex County 


All Utilities Jersey Central RLR. 
2500 Ft. along Jersey Turnpike 
at Interchange # 12 
20 Minutes to New York City 
55 Minutes to Philadelphia 


BROKERS FULLY PROTECTED 


Alexander Summer Co. 
REALTORS 


INDUSTRIAL DEPT 
PERANECK NEWARK 
MArket 44800 


Raneck 6.4500 


November, 1956 
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An Advertising Service for outstanding properties for sale, lease or exchange. Realtors 
with interested clients are invited to contact these companies 


FOR SALE 


One of Southern retail furniture stores. 
This includes building, top flight inventory, accounts receiv 
able, new delivery equipment, the works. This firm has been 
in continuous operation for 40 years. Fine credit rating in 
Dun & Bradstreet and Lyons. Owner totally disabled, must 
sell. 


Colorado's finest 


C. W. McAnally, Jr. 
McANALLY & SON Furniture Company 


lrinidad, Colorado 


IN JAMAICA~— the isiana 


with a big present for you 
—and a bigger future 


IN CAMBRIDGE SPRINGS, PA. 


100 miles from Pittsburgh, Cleveland, and 
Buffalo; 25 miles from Erie Port and 
St. Lawrence Seaway 


Former Bartlet Hotel now college Dormitory located 
in Vaeation Land area in Northwestern Pennsylvania. 
Brick, 81 rooms, plus main floor lobbies, dining room, 
bar, kitchen, barbershop, service rooms. Approximate 
ly 43,000 sq. ft. Suitable for Convention Hotel, Home 
for Aged, Offices, etc. Located in center of town with 
city water, sewer, natural gas, and electricity. Priced 
at small fraction of replacement cost. 


Brokers Invited 
Phone: 6581 or 3141 


CHESTER MIKOLAY, Broker 


Cambridge Springs, Pennsylvania 


* Porches and trees removed 


CORAL GARDENS 


largest, most beautiful residential and tour 
ist center on Jamaica's glamorous North Coast 
Caribbean 
Montego Bay-Falmouth Road. Seven miles of fine roadways 
ocean views. Shopping center 


the Riviera of the 
Located between Half Moon and Bay Roc Hotels on main 
parks 
Hotel. Full beach privileges. All devel 
opment work nearly completed. Sites from | 3 acre to 2 acres. Prices 
from $1,350. Terms 50% down, balance on completion of Government 
guaranteed title. Write for illustrated prospectus 

U. S. Brokers fully protected on this or any other Jamaican 
property bought or sold through us residential, business, acreage, 


income property or straight investment. We cover, serve and know 


every part of the island 


TH 


SCOMPAN Y, LWIMIT BD 
54 Duke Street, Kingston, Jamaica, B. W. |. 
REAL ESTATE + LAND PLANNING 
REAL ESTATE CONSULTANTS 


From a lot. Half an acre... 
to a great deal or hundreds of acres 


BUILDERS LAND 


Strategic lox 
10 minutes from Philadelphia 


contiguous acres ition; excellent sales 


$1500 PER ACKE FOR QUICK SALI 


ROSTAN REALTY CO. 


Exclusive 4gents 


Clayton, N. J MUlip 1.5212 


J To Sell, Lease 


| 
...advertise any property in the National Real Estate 
ayy me For as little as $35, your ad will appear 
in the Marketplace and at no extra cost will be re- 
| printed in the ny Marketplace Bulletin, sent 
| to 65,000 Realtors and Investors, ready to cooperate 
in getting your property sold. 
MARKETPLACE RATE SCHEDULE 


or Exchange... 


Size (in inches) 1 Time 2 Times 3 Times 

3%" wide x 1%" high $35 $30 $26 
wide x 2%" high $45 $40 $35 

| wide x high $55 $50 $45 
| 3%" wide x 3's" high $65 $60 $55 
3%0"' wide x 4%" high $75 $70 $65 
Fill out the coupon to the right and attach the copy for your 
advertisement listing. It will appear both in the National Rea! 


NATIONAL Rear Estate ano Boitoine Jounnar 
$27 Sixth Avenue 

Cedar Rapids, lowa 

Name Title 
Company 

Address 

(ity Jom State 
! advertisement 


of the JOURNAL and ir 
Marketplace Bulletin—at one A proof will 


Cost of engravings will 


Estate Marketplace section the quarterly 


low cost be mailed to 


you prior to publication be billed to 


you af publisher's cost 


tear Estate anp Buinpine Journats 


NATIONAI 


November, 1956 


. 
| 
| Picture enclosed 
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CONSULT THESE SPECIALISTS... 


FOR REAL ESTATE 


SALES 


*CAPE COD, MASS. 
Retirement homes, 
business opportuni- 
ties, summer rent- 
ale 
Pine Acres Realty 
Chatham, Mase 


* COLUMBUS, OHIO 
Robert 
Dingledine Co 
244% East Main St 
Sinee 1926 


* DENVER, COLO. 
Garrett-Bromfield 
& Co 
Security Bldy 


EDMONTON, 

CANADA 

L. T. Melton Real 
Katate Lad 

10154. 104rd Street 

Branches to Serve 
You 

Orvanized for Serv 
jee Specialized 


for Value 


*FORT LAUDER. 
DALE, FLA. 
Jack Higginbotham, 
m 
2482 E. Sunrise Blvd 


*NEW YORK, N.Y. 
Fass & Wolper, Ine 

7 Kaet 42nd St 
Main Street Pro er- 
ties Anywhere in 


the U.S.A 


* TORONTO 
CANADA 
Barry Perlman 
194 Wilson Ave 


WICHITA FALLS, 
TEXAS 
Ray Keith Realty 


(a 


P.O. Box 2195 


FOR INDUSTRIAL 
SITES AND PROPERTIES 


* ALLENTOWN, PA. 
The Jarrett 
Organization 
442 Hamilton St. 
“Specializing 
Eastern Penn.” 


*COLUMBUS, OHIO 
Willlam P. Zinn & 


87 North Third St 


* EDMONTON, 
CANADA 
L. T. Melton Real 
Fatate Lid 
10154 Street 


*GRAND FORKS, 
NORTH DAKOTA 
Sehultheisa, Realtor 
Specializing in NE 

N. Dak, and NW 
Minn 


* INGLEWOOD, 
CALIF 


Emerson W. Dawson 
P.O. Box 655 


KANSAS CITY, 
MO 


*MEMPHIS, TENN. 
E. O. Bailey & 
Co., Ine 
128 Monroe Avenue 


LOUIS, MO. 
Otto J 
1861 Railway 
Exchange Bldg. 


Dickmann, 


* SCHENECTADY, 
N.Y, 


KR. C. Blase 
509-511 State St 


TAMPA, FLA. 
C. Hilton, Ine 
4338 S. Dale 


Mabry 


* TORONTO, 
CANADA 
Shortill & Hodgkins 
Limited 
2781 Yonge Street 
©. H. Hodgkins, 
S.LR 


* TORONTO 
CANADA 
Barry E. Perlman 
194 Wilson Ave 


FOR IDEAL 


STORE LOCATIONS 


* ALLENTOWN, PA. 
The Jarrett 
Organization 
842 Hamilton St 
“Specializing 
Eastern Penn.” 


AUGUSTA, GA. 
Sherman -Hematreet 
Realty Co 
501 Broad St 


* BALTIMORE, MD. 
B. Howard Richards 
ne 


Morris Bidg 


* COLUMBUS, OHIO 
William P. Zinn & 
Co 


47 North Third St 


* EDMONTON, 

CANADA 

L.. T. Melton Real 
Katate Ltd 

10154 104rd Street 


® KANSAS CITY, 
MO. 


Moseley & Company 

Retail, Wholesale, 
Industrial 

4th Fl., Traders 
Nat. Bank Bidy 
111) Grand 


* KINGSPORT, 
TENN. 


Douyherty-Roller 

Lenses, Investment 
Property, Business 
Sales 

101 Broad St. 


*MEMPHIS, TENN. 
E. O. Bailey & 


Ine 
12% Monroe Avenue 


*NEW ORLEANS, 
LA, 


Leo Fellman & Co 
829 Union St 


* SARASOTA, FLA. 
Don B. Newburn 
144 So. Pineapple 

Ave. 


* SCHENECTADY, 
N.Y. 


R. C. Blase 
509-511 State St 


* TOLEDO, OHIO 
The Al E. Reuben 


lao 
615-20 Madison Ave 


®WASHINGTON 5, D.C, 
Shannon & Luchs Co. 


724 14th 


FOR FARMS 


AND RANCHES 


N.W 


* LUBBOCK, TEXAS 


Chas. 


Middleton & Son 


P.O. Box 1584 
Southwestern Ranches 


* BRADENTON, 
FLA. 


Walter S. Hardin 
Reality Co 

26 years’ experience 

Hardin Bidy 

402 12th St 


* EDMONTON, 
CANADA 
L. T. Melton Rea! 
Estate Ltd 
101564  104rd Street 


REAL ESTATE 
CONSULTANTS 


RICHMOND, VA. 


G. B. Lorraine 
Law Building 
Broker's co-opera- 
tion invited 
Write for 
Free Booklet 
“Virginia” 


*VISTA, CALIP. 


Robert N. Miller 
$33 E. Vista Way 
Write for 

Free Brochure 


*MEMPHIS, TENN. 
E. O. Bailey & Co., Inc 
128 Monroe Ave 


REAL ESTATE 
LOANS PURCHASED 


* SACRAMENTO, CALIF. 
The Curran Company 
4336 Fourth Avenue 


FOR EXPERT 
APPRAISAL SERVICE 


ASBURY PARK, *NASHVILLE, 
N. J. TENN. 
H. W. Van Ness, Biseoe Griffith Co 
SRA Since 1914 
Van Ness Corp 214 Union St 
624 Mattison Ave Tenn. Ky Ala 


Pr 56-0300 Gi 9-5555 


*COLUMBUS, OHIO *NEWARK, N. J. 
P. Zinn & Stevens 
37 North Third St 47% Central Ave 


* EDMONTON, LOUIS, MO. 
CANADA Otto J. Dickmann, 
L. T. Melton Real M.A 

Estat« 
Arthur E. . 


10154 


1x61 Railway 
Exchange Bldy 


103rd Street 
* TOLEDO, OHIO 


oware j Ychen 
ARK. Etchen-Lutz Co 
Ray E. Patterson 
MAI -SRA- ASA 


So. 17th at Rogers © TORONTO, 


CANADA 


Shortill & Hodykins 
Limited 

2781 Yonge Street 

Jos. F. Rule, M.A.I J. 1. Stewart, M.A.I 

440 West 29th St 


® KANSAS CITY, 
MO. 


® WASHINGTON, 
MINNEAPOLIS, 
MINN. Frederick W 
Norman L. Newhall 
A.l 
519 Marquette Ave. 


MONTGOMERY, 
ALABAMA 


Lester H. Hall Ap- 


WASHINGTON, 
D.C, 


Stanton Kolb 
praisal Company M.A 
411 Hill Building 1237 Wise. Ave. NW 


FOR LAND PLANNING 


* DENVER, COLO. 
Ray Realty, Realtor 
1196 Stout Street 
Land for Sub- 

divisions and 


Industrial Sites 


WILMETTE, ILL. 
Myron H. West 


916 Greenleaf Ave 


FOR PROPERTY 
MANAGEMENT 


* TORRANCE, 
CALIP. 
Alter Realty & 
Insurance 
1436 Marcelina Ave 
13 Offices 


Moseley & Company 

Retail, Wholesale, 
Industrial 

4th Traders 
Nat. Hank Bidg 
Grand 


* WICHITA FALLS, TEXAS 


Ray Keith Realty Co 
P.O. Box 2196 


Rates for Advertising 


In the “Consult Thece Specialists’ 
Department: 

Per Issue 
$2.00 
$3.50 
$4.00 

Additional lines, 50 cents per issue 

No charge for city and state lines 


2 lines 12 issues 
lines 6 issues 


2 lines less than 6 issues 


e*COLUMBUS, OHIO 
William P. Zinn & 


37 North Third St 


* DENVER, COLO. 
Garrett-Bromfield 
& Co 
Security Bidg 


* EDMONTON, 
CANADA 
L. T. Melton Real 
Fatate Ltd 
10154 103rd Street 


* TOPEKA, KAN. 
Greenwood Agency 
108 Seventh St. 
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THE SHERMAN 


Grow with “Gold Star’”’ 


Only 2 years old and already “Gold Star” Homes is one 
of the most progressive home manufacturers in the mid- 
west, offering good designs and competitive prices that 
can make you the leading builder in your community. 


“Gold Star” is a conventional, factory-built luxury home planned by spe 
cialists to give the prospective owner a home of beauty, convenience and 
efficiency. Designed for F.1H.A. and GI approval, “Gold Star" assures good 
profits, less overhead, pre-determined costs and quicker completion. 


Features: 


2x 4's 16” o. c. Reces type Bath 
“Celotex” Insulating accessorie 
Wall Sheathing 

x 10 Bevel Siding 
(Factory applied) 
G.E. Kitchen Cabinet 


Designed for plaster on 
dry wall 


Wood or aluminum 


ter 


window 
(4 colors and white) 
with one piece Texolite Combination aluminum 
Top torm doo! 


Builder-Dealer Franchises 
Gold Star design No. 7-200-6 are Now Available 


If you are interested in making good profits and 
more satisfied customers, we can now offer “Gold 
Star” franchises in Ilinois, lowa and Indiana, or 
within a 300-mile radius of Peoria, Ilinoi 


WRITE TODAY for complete (acts 
JOHN HARPER, Gen. Mgr 


Phone: Peoria 3.5594 


GOLD STAR HOMES inc. 
ROME, ILLINOIS 


on route 29, 10 miles north of peoria, illinois 


urs. § 
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~ 
Lack at these Special 
| 
HOMES 


LOOKING FOR CONSTRUCTION MONEY? 


our check 


120-day construction financing now available 
for qualified builders of Thyer Homes 


A COMPLETE 
CONSTRUCTION FINANCING 
PACKAGE 


House Package 


Thyer will extend 120-day 
credit for complete cost of 
house package which in- 
cludes heating, all interior 
and exterior trim as well 
as structural shell and all 
shipping costs. (Prefabri- 
cated plumbing is also in- 
cluded in Southern States.) 


Local Labor 

Financing also covers cost 
of on site labor. This check 
comes with delivery of 
package. 


Local Materials 

and Subcontractors 
This check is air-mailed to 
you on completion to pay 
off locally purchased ma- 
terials and subcontractors. 


If you are a small or medium size builder anxious to expand your build- 


ing operation, Thyer’s new 120-day interim financing program can point 


the way to larger scale operations than you dreamed possible. If you have, 


or can acquire, land and have a financially sound record with proven 


ability to finish houses promptly, Thyer will virtually “open its check book 
to you.”... Make available to you construction financing at inexpensive 


rates and for periods up to 120 days. 


As a Thyer Builder, you can invest your capital in acquiring and develop- 


ing land—let Thyer finance your construction. 


If your expansion has run into a dollar bottleneck—write today, get terms 


and complete details of Thyer’s 120-day complete interim financing service. 


THE THYER MANUFACTURING CORPORATION 


2850 Wayne Street 515 E. Yazoo Street, Dept. 1 
Toledo 9, Ohio Jackson, Miss. 


r 
WRITE FOR FURTHER ff 
DETAILS AND TERMS ff Please send me complete information on Thyer's 120-Day 
We will bet , Interim Financing Service. 
you our would also like: 
120-DAY INTERIM 
Information on Thyer's Information on turn-key con- 
pags SERVICE. O Silver Platter Profit System O tracting (For 50 to 100 houses) 
coupon below. 
a Catalog of Thyer Homes Cc) Hove Thyer representative call 
NAME. 


BULLOER REALTOR OTHer 
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financing makes a big 


